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MICHIGAN 


7 SAFETY FURNACE PIPE 
is positively SAFE 
BP: THE SAFETY FEATURES OF THIS PIPE ARE: 


FURNACE PIPE Ready 1. The air chamber between the inner and outer pipe, which 
tnonees is always maintained by a perforated spacing collar. 























2. The shortness of the joints enables the most crooked stack 
to be made without cutting and thus the safety features 
are not destroyed. 


3. Every joint and piece embraces and fits into the others so 
that a completed stack is as smooth and straight as the 
bore of a gun. See figure at the left. 





4. It is made from the best bright tin plate by special ma- 
chinery and without rivets or solder. 


MICHIGAN SAFETY FURNACE PIPE 
MAKES WORK EASIER AND PROFITS LARGER 








MICHIGAN SAFETY 
FURNACE PIPE Locked, 


Making Air Tight Joint. Drop a postal for our catalog and prices 


MICHIGAN SAFETY FURNACE PIPE COMPANY 


3-115 East Fort Street, Detroit, Michigan 
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Af ~ TRADE MARK 





RINGEN STOVE CO. 


DIV.OF AMERICAN STOVE CO. 


ST. LOUIS, MO. 


J BURNERS ARE EASY TO RE-WICK 
CHIMNEYS ARE PORCELAIN ENAMELED 


NO RUST - EASY TO CLEAN Ansimoiatast 
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‘The FRONTRANK 


TRAOG NAME REGS I STeRew 


Steel Furnace 


sells best, serves best and satisfies best, because it 
Conserves Fuel by reason of its 
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Longer Fire Travel 
and larger radiating surface. The RONTRANE 


gets the biggest percentage of heat value out of 
the fuel; uses any kind of fuel; is so simply and 
strongly built it stays in order; automatically ven- 
tilates while heating the rooms; automatically hu- 
midifies the warm air, and so pleases customers 
that every one of them becomes a walking adver- 


tisement for the FRONTRANE Steel Furnace. 


If you are not handling the FRQNTRANE Goodbye! We're so 
write us today for liberal terms ame ees 
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4058 Forest Park Boulevard St. Louis, Mo. __ trace marx 
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Heating and Ventilat- 
ing Interests 


PuBLISHED Every SATURDAY 





Addiess ali communications and 
remittances to 


DANIEL STERN 
Publisher and Proprietor 
910 South Michigan Avenue 
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IN THE FIRST days of the war we were satisfied -with 
the slogan, ‘do your bit.” Now, however, we realize 
that doing one’s bit is not enough. . It 
sounds too fragmentary and incomplete. 
We must do all we can to help our fight- 
ers win the war. The third Liberty Loan 
offers opportunity to increase our efforts in behalf of 
democracy. Every patriot will be glad to “buy till it 
hurts,” for in no other way can he be certain that he 
is doing his utmost for his country. 

As pointed out by the United States Treasury De- 
partment, the proceeds of the Third Liberty Loan, 
including the greater part of that loaned to our Allies, 
will be spent for American products—the products of 
our factories, our farms, our mines, and other indus- 
tries. In lending to the United States the people of 
the United States are lending to their best and largest 
customer and obtaining the safest investment in the 


Buy Till 
It Hurts 


world. 

The cycle of money invested in Liberty Bonds is 
short and complete. The people lend the money to 
the Government, the Government lends some to our 
Allies, and our Government and our Allies straightway 
spend the money, or the greater portion of it, among 
the people of the United States. In some instances 
the money paid in by wage earners on one installment 
of Liberty Bonds is paid by the Government to their 
employers, and by their employers paid back to them 
in the way of wages before the next Bond installment 
is due. 








Apvices from Washington warn the general public 
that much patriotic effort and good human energy are 
put behind false food conservation meas- 
ures. People enthusiastically advocate 
savings in directions where there is prob- 
ably little waste, and meantime have 


Misleading 
Food Ideas. 


their attention diverted from the main conservation 
issues. An extreme instance of misdirected conserva- 
tion, and rather a humorous one, was a plan last sum- 
mer for teaching people in a Jewish neighborhood on 
the East Side of New York to give up lard and pork 
products. One of the false conservation measures 
that has led praiseworthy persons to waste first-rate 
energy is the utilization of the present cereal situation 
to further the use of whole wheat instead of white 
flour. 

There is much to be said in favor of whole wheat as 
a health food. To a degree it is a wheat-conserving 
flour, since in its milling a larger percentage of the 
grain is utilized than with ordinary wheat flour. Some 





of the workers on the Food Administration dealing 
with cereals personally advocate whole wheat. But 
the milling and baking industries of the nation, as well 
as the habits of the American people, have been built 
upon the demand for white flour. The Food Admin- 
istration was not created to change the habits of the 
American people other than as an emergency measure. 
The present cereal situation calls for the mixing of 20 
per cent other cereals with wheat flour to make our 
wheat crop feed the allies and ourselves. 

Wise administration is obviously to let people have 
as wide a choice as possible. Those who want corn 
meal may have it, and those who prefer brown breads 
may select from whole-wheat flour, graham flour, oat- 
meal, and other ingredients, while for those who pre- 
fer the white loaf there is our American corn starch 
with rice, barley, and corn flours. People with a 


“bug” are always thinkers and workers. Their in- 
telligence and energies are needed behind true con- 
servation, where they will do the utmost good. Be- 
ware of false food conservation! The country needs 


everybody's effort behind the real thing. 








MovinG dead stock is a perplexing problem, for it 
involves not only unwholesome influences such as are 
incident to the bargain sale, but it serves 

Problem of to 
Dead Stock. 


detract attention from merchandise 
which is giving satisfactory results in the 
ordinary course of business. To prevent 
the accumulation of dead stock requires more of labor 
and attention, and entails the naming of prices that will 
convert it into money, but, in the long run, it is the 
more satisfactory process, for it cuts out the increased 
loss that must be added, with every delay, and presents 
the double advantage of affording active, instead of 
idle capital, and of having bright, clean, seasonable 
merchandise in all departments at all times. 

The inevitable trend in the distribution of merchan- 
dise is in the direction of eliminating profits that are 
held above what experience demonstrates to be a legiti- 
mate level. To such a movement every dealer is com- 
pelled to conform, if he would hold this trade. Retail 
merchants are brought to face this fact with constantly 
increasing force, and the necessity of exercising a 
larger measure of intelligence and oversight in order 
to meet the conditions is impressed, as he confronts the 
increasing number of sources from which competition 
is being developed. 

To this end, it is imperative that he not only buy 
wisely, but that he sell, so far as possible, without 
It is out of the question that he can have 


sacrifice. 
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any considerable proportion of his capital tied up in 
merchandise that is relegated to dark corners, awaiting 
a demand that may or may not come in time so that 
he can dispose of such holdings advantageously and 
depend upon other lines to keep his business profitable, 
for there are very few of these which will bear the 
added burden, and it is unwise that they should be 
forced to pay the way for deadheads, such as the 
sticker is certain to become. The only way in which it 
is possible to reduce the percentage of profit is by 
making a quicker turnover, not on a few items, but in 
every department in the store. 

To accomplish this a comprehensive system of stock- 
keeping must be followed up. The chain stores have 
afforded an object lesson which may be profitably 
studied in this connection, for their success is largely 
dependent upon the fact that they keep merchandise 
moving out, and eliminate accumulations, and by turn- 
ing over their stocks two or.three times where many 
retailers are satisfied with a single profit, they are en- 
abled to meet a higher cost of doing business, and still 
prove a serious competitive force. A prominent com- 
pany owning a chain of stores sends in to the manag- 
ing headquarters weekly reports of the stocks on hand 
in every line, and the discovery, upon an analysis of 
these reports, that any line is moving too slowly to 
earn the requisite profit on the money that is invested 
in it, causes that line to be marked down for sale. 








NOTWITHSTANDING the essential part played in in- 
dustry by that which we call capital, the crying need 
of the times is for man-power and the 
things which man-power can produce. 
With a shortage of labor already exist- 
ing, the increasing demand for things 
must be met by organizing labor more efficiently, by 
greater use of labor-saving methods and by transfer- 
ring labor from non-essential or less-essential em- 
ployments to the work which is of vital importance. 
This is the aim of the policy which has been adopted 
with the railroads. The highest possible efficiency is 
sought in their operations, and their services are to 
be available first for the essential needs. The same 
end must be accomplished in the industries generally. 
Contracts should be distributed with a view to utiliz- 
ing existing industrial organizations and equipment 
most effectively and of diverting labor from non- 
essential production. The industrial managers of the 
country ate eager and impatient to know how they 
can use their plants to forward the plans of the Gov- 
ernment. 

It has been asked what is the alternative to con- 
tinued expansion of credit. The answer is in a reso- 
lute substitution of war work for non-essential indus- 
try, instead of attempting to do the war work in addi- 
tion to supplying all the private demands which the 
public is accustomed to make. This shift cannot be 
accomplished without leadership or without compul- 
sion, and without it we will neither win the war nor 
escape a state of inflation from which the conte- 
quences will be disastrous. 

By one route or another we must come to this sub- 
stitution at last. If we supply the Government with 


The First 
Necessity. 


bank-credit as a means of making its purchases it will 
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indeed be able to make them, but this new credit when 
put into circulation and added to the existing volume 
of purchasing facilities will force up prices until a 
portion of the demand is eliminated and a new equilib- 
rium between demand and supply is established. Thus 
the same degree of curtailment in private consumptioa 
will have been arrived at by a blind, automatic, com- 
petitive struggle as might have been accomplished by 
intelligent self-restraint or authoritative management. 








Reports from Washington, D. C., indicate that evi- 
dences are accumulating that the habit of saving 
among the American people, especially 

The People among the patrons of savings banks and 

Are Saving. postal savings, is outstripping the finan- 

cial demands made upon them by the 
Government. While no exact figures are available at 
present, it is known that postal savings deposits have 
steadily gained during the year 1917, and notably since 
the 1st of July of that year, which was after the first 
issue of the Liberty Loan. 

The reports from savings banks also show a steady 
gain, and the same is true of co-operative building and 
loan associations. Nor have the people of small means 
been the only savers. It is estimated that the savings 
of the whole people of the United States, ordinarily 
$5,000,000,000 to $6,000,000,000 annually, were in- 
creased to $14,000,000,000 to $15,000,000,000 in 1917. 
The response of the people to the national need of 
economy and saving has been general and generous. 








VOCATIONAL training is needed to conserve and de- 
velop our natural resources and to prevent waste of 
human labor. Its value to society is 
beyond dispute, because it advances the 
time for the full earning power in me- 
chanical and other trades by nearly or 
quite ten years. This means the ability to save earlier 
in life. Thergfore, it signifies the earlier establishment 
of homes and on a more secure basis. Furthermore it 
means adding about one-third to the life period of full 
earning power. 

The demand for apprenticeship is urgent in every 
industry. Vocational training would serve to provide 
a supplement to apprenticeship. The schools have as 
yet assumed little or no responsibility for those who 
go to work. The technical training of workmen in 
any pursuit brings both immediate and lasting eco- 
nomic returns in increased production and wage-earn- 
ing capacity. The greatest of our natural resources 
are our human resources. These must be conserved by 
training. The best organized industry cannot prevent 
loss if the worker comes unprepared to his job. 

Vocational training is needed to democratize the 
education of the country by recognizing different 
tastes and abilities, by giving an equal opportunity to 
all to prepare for their life work and by extending 
education through part-time and: evening instruction 
to those who must go to work in the shop or on the 
farm. It will also help offset the increased cost of 
living. For millions of people, life has been nar- 
rowed and sombered by the fact that the cost of life’s 
necessities has increased more rapidly than their earn- 
ing power. Their earning power can be increased 


Vocational 
Education. 
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only by vocational expertness and efficiency promoted 
through education. 








RANDOM NOTES AND SKETCHES. 
By Sidney Arnold. 





If it were possible to gather statistics of smiles and 
tabulate them with reference to their social and com- 
mercial value, I am quite confident that it would be 
shown that smiles save more lives and businesses 
from being wrecked than any other known factor. 

* * *x 

The -newly elected president of the Allied Sheet 
Metal Contractors’ Association of Chicago, A. E. 
Detwiler, says that it is not difficult to forecast the 
trend of events in certain directions. He looks for 
victory for American arms in the European conflict. 
In fact, he declares you can be just as sure of the 
outcome as you are when you see two white shoes 
drying on a window sill, and a girl hanging out the 
same window, drying her hair, and you infer that she 
isn't going to eat raw onions for supper. 

oK K OK 

August Langholf, one of our friendly subscribers, 
is with Company E, 4th U. S. Engineers, Camp Greene, 
Charlotte, North Carolina. He sent me a copy of 
“The Skirmisher,” published by the 4th U. S. Engi- 
neers, which gives an inspiring idea of the energy, 
enthusiasm, and cleverness of the men who compose 
his branch of the service. 

‘ HE ok 

Men who fail to perceive the advantage of member- 
ship in a trade organization reason about as logically 
as the woman concerning whom the following story 
was told me by Fred de Coningh, retiring president 
Master Sheet Metal Contractors’ Association of IIli- 
nois: 

“My dear,” said her husband, “I told you that we 
simply had to economize—and here you are wearing 
a new afternoon suit.” 

“T know, honey,” she soothed. “But I have put 
moth balls in the pockets so every one will think it is 
an old one.” 

* tal rd 

[ was chatting with D. M. Haines, retiring secre- 
tary Illinois Master Sheet Metal Contractors’ Associa- 
tion in the lobby of Hotel Nicholas during the conven- 
tion of his organization in Springfield, Illinois, this 
week. He said that many sheet metal men get benefits 
from their association even when they fail to attend 
the meetings—which reminded him of this story: 

A well-known baritone was accosted at his club by 
a young friend who was courting. Said the friend: 
“Your recital last night was a great help to me.” _~ 

“I didn’t see you there.” 

“Oh, I wasn’t there.” 

“Well, what do you mean by telling me my recital 
was a great help to you, and you weren’t present?” 

“Oh, I bought tickets for my girl’s father and 
mother, and they both went.” 

* * * 

O. M. Bales represented the Allied Sheet Metal 
Contractors’ Association of Chicago at the convention 
of the State body this week in Springfield, Illinois. 
When I met him at luncheon he told me about a friend 
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who broke an arm and had to carry the injured limb in 
a sling. 

“I see you have your arm in a sling,” said an in- 
quisitive stranger to his friend. “Broken, isn’t it?” 

“Yes, sir,” responded the friend. 

“Met with an accident?” 

“No, broke it while trying to pat myself on the 
back.” 

“Great Scott! What for.” 

“For minding my own business.” 

* * * 

Taking things too literally is not always wise. My 
Old Guard friend, Chalmers M. King, helps me keep 
a blithesome heart and a happy outlook on life by 
passing on to me every rib-tickling joke which comes 
to him. His latest gift is the following: 

Barney D’Hoyle had brought a load of turf to the 
big house and was having some tea in the kitchen on 
a table which stood near the door. Just as Barney had 
put in some sugar the lady of the house passed in. As 
she passed by Barney moved uneasily, and, thinking 
he was trying to pull out of her way, she said: 

“Don’t stir, Barney; please don’t stir.” 

As she went gut the butler came in and saw Barney 
making faces at the tea. He asked Barney if the 
tea was all right. 


“°Tis,” said Barney, “but ‘tis d— ugly without 
sugar.” 
“And why don't you put some in it?” said the 


butler. 

“So I did,” said Barney. 

“Well, then, can’t you stir it up?” 

“Ah, sure,” said Barney, “I don’t want to be actin’ 
against good manners, when her ladyship gave me 
the hint. She was passin’ in just as | was putting in 
the sugar, and she said: ‘Don’t stir, please 
don’t stir.’” 


Jarney 


* * * 


Reformers of various types ascribe the unhappiness 
of humanity to widely different causes. Some at- 
tribute all the misery in the world to meat-eating ; 
Not a few 
tobacco for the wretchedness of scores of their fel 
Whatever modicum of truth there may be 


others to strong drink. blame the use of 


lowmen. 
in the divers opinions of moralists, one thing is certain, 
namely, that this good old world of ours needs cheer 
fulness more than anything else to make it a joyous 


place in which to live. Wherefore, the following lines 
deserve wide circulation: 
Don’t Be a Grouch. 

“Smile, and the world smiles 
Knock, and you knock alone; 
For the cheerful grin 
Will let you in 
Where the kicker is never known 
Growl, and the way looks dreary, 
Laugh, and the path is bright, 
For a welcome smile 
Brings shunshine, while 
A frown shuts out the light 
Sing, and the world’s harmonious 
Grumble, and things go wrong, 
And all the time 
You are out of rhyme 
With the busy, bustling throng. 
Kick, and there’s trouble brewing, 
Whistle, and life is gay; 
And the world’s in tune 
Like a day in June 
And the clouds all melt away.” 


with 
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UP TO THE MINUTE 
NEWS SIFTINGS 











The Baxter Stove Company, Mansfield, Ohio, has 
decreased its capital from $100,000 to $20,000. 


“oo 


STOVE SALESMEN’S ASSOCIATION OF 
NEW YORK STATE HOLDS A 
SUCCESSFUL MEETING. 


If, by any chance, there is a secret formula by the 
workings of whose magic the members of the Stove 
Salesmen’s Association of New York City contrive to 
achieve so large a measure of success in their daily 
business, it undoubtedly has some connection with the 
right proportioning of duty and pleasure. The Asso- 
ciation early in its career became thoroughly convinced 
of the basic truth of the old saying, “All work and no 
play makes Jack a dull boy.”” They found that un- 
broken concentration upon business affairs created a 
tension which had the same psychologic effect upon 
their selling ability that the tension of the muscle- 
bound athlete has upon his ultimate efficiency in the 
field of sports. They, therefore, determined that their 
meetings, in order to be beneficial, should be conducted 
with this fact in mind. The results of putting their 
convictions into practice are quite apparent in the high 
general average of brilliancy which characterizes the 
selling ability of the members. 

Having demonstrated to their entire satisfaction the 
value of this method, they did not depart from the 
established procedure in the last meeting of their or- 
ganization which was held in New York City, Satur- 
day evening, March 30, 1918. The business session 
was brisk, instructive, and practical. A number of 
problems in salesmanship were discussed in_ terse, 
snappy speeches ; and the routine matters of the Asso- 
ciation were dispatched intelligently and without need- 
less delay. At the end of the business session, the 
members adjourned to Hurtig and Seaman’s Music 
Hall. After removing the mental kinks by the proc- 
ess of enjoying the variegated bill in the music hall, 
they obtained refreshment for the inner man at Pabst’s 
Harlem where the dinner was pleasantly interspersed 
with gay music. 

oo . 


PRAISES AMERICAN ARTISAN SERVICE. 


To AMERICAN ARTISAN AND HARDWARE RECORD: 

I certainly appreciate the promptness and complete- 
ness of the service which you render your subscribers. 
Your answer to my recent inquiry for square, four 
burner oil stoves was very gratifying to me, as through 
your assistance, I have procured just the stoves I 
Very truly yours, 

J. T. SoeNKsSEN, 
Stoves and Ranges. 


wanted. 


Bennett, Iowa, April 3, 1918. 


ASKS FOR DIRECTIONS FOR CHANGING 
OLD GASOLENE BURNER. 


To AMERICAN ARTISAN AND HARDWARE REcoRD: 

[ would like to know what to do with a gasolene 
burner so that it can be used satisfactorily with the 
gasolene now on the market. 

Very truly yours, 
EmIL W. SCHOBER. 

3548 North Halsted Street, Chicago, Mar. 23, 1918. 





WORK WITH INSTEAD OF FOR THE FIRM. 


When you see a clerk or salesman—or any kind of 
an employe, for that matter—who fails to make good, 
you will note that he is working for a concern, instead 
of working with it. He lives for what he can get out 
of life, not for what life would give him. 


—_s 
~-oo 


OBTAINS PATENTS FOR GAS HEATING 
STOVE AND GAS BURNER. 


Under numbers 1,258,992 and 1,258,993, United 
States patent rights have been granted to Jacob E. 
Davis, Ironton, Ohio for a gas heating stove and a gas 


burner, described in the following: 

Number 1,258,992: In combination 
with a gas heating stove having a 
casing and a plurality of burners, of 
an inwardly inclined fire back over- 
hanging said burners, said fire back 
comprising a plate composed of fire 
clay and embodying in its structure a 
plurality of staggeredly arranged pro- 
jections extending outwardly at ight 
angles {rom the face of the plate in 
position to intercept the flame pro- 
duced by said burners; some of said 
projections comprising solid triangular 
heat absorbing units and other of 
said projections comprising hollow V 
shaped heat absorbing units, said tri- 
angular shaped units disposed with 
the apex of one of their angles point- 
ing toward the burners, and said V shaped units disposed 
with the apex of one of their angles toward said solid units 

Number 1,258,993 : 
In combination, a heat 
deflecting structure 
composed of  refrac- 
tory material having 
an outwardly flaring 
top, a gas burner as- 
sociated with said heat 
deflecting structure in 
a manner to permit of 
the flame being re- 
tarded by the outwardly flaring top, and deflected outward 
toward the wall of a fire-box of a furnace to which said 
heat absorbing and deflecting structure and said burner are 
applied, said heat deflecting structure comprising a hollow 
shell having its innner wall tapering from the base towar 
ne flaring top and having an outer perpendicular 
wa 




















1 "58,992 
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The love of rural life, of honest work, the habit of 
finding enjoyment in familiar things, is worth a thou- 
sand fortunes of money or its equivalent.—Henry 
Ward Beecher. 
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AMERICAN ARTISAN AND HARDWARE RECORD 
is the only publication containing western 
hardware and metal prices corrected weekly. 
You will find these on pages 47 to 51 inclusive. 








The Marion Hardware Company, Marion, Indiana, 
has increased its capital stock from $50,000 to $75,000. 

The Wisdom Tool and Machine Company, Nauga- 
tuck, Connecticut, is going to erect an addition to 
its plant. 

The Sterling Hardware Company, Hazard, Ken- 
tucky, has increased its capital stock from $25,000 to 
$100,000. 

The National Metal Stamping Company, Newark, 
New Jersey, will erect a brick and steel machine shop 
and foundry one story, 90x120 feet, to cost $20,000, 

The Tristate Metal Weather Strip Company, Cov- 
ington, Kentucky, has been incorporated with a capital 
stock of $1,000 by John Gaiser, L. B. Simpson and 
C. Gregory. 

The Liberty Pressed Metal Kokomo, 
Indiana, has been incorporated with a capital of 
$15,000 to manufacture metal articles. The incorpo- 
rators are A. C. Conradt, F. S. McNeill and J. W. 
Johnson. 


Company, 





HARDWARE MANUFACTURERS WILL 
OPEN OFFICE IN WASHINGTON 
FOR WAR SERVICE. 





In order to be in a better position to give the gov- 
ernmental departments quick information and prompt 
service, the Hardware Manufacturers’ Organization 
for War Service will open an office next Wednesday, 
April 10, 1918, at 1218 New York Avenue, North 
West, in Washington, D. C. The office will have a 
large reception room, containing a table on which 
will be placed literature and technical publications 
in the hardware and allied industries. The publica- 
tions will serve the double purpose of giving callers 
an opportunity to read and become acquainted with 
trade journals and of affording reference material for 
the office staff. By request of IF. D. Mitchell, secretary- 
treasurer of the Organization, AMERICAN ARTISAN 
AND HARDWARE Recorp will be on file in the new 
office at Washington, D. C., for the benefit and in- 
struction of visitors and officials. 





WAR TRADE BOARD SAYS AGENTS ARE 
NOT NEEDED TO GET LICENSES. 


A general notice has been sent out by the War 
Trade Board, Washington, D. C., to exporters and 
importers, notifying them that the aid of agents is not 
needed to secure export or import licenses 
of the notice is as follows: 

“It has come to the attention of the War Trade 


The text 





Board that various individuals, firms and corporations 
have been advertising their services to be rendered in 
the matter of securing export and import licenses. 
“The War Trade board suggests that it is not nec 
essary for exporters or importers to censult such 
the War Trade 


Board will supply all the information desired on re- 


agencies. The various bureaus of 
ceipt of requests therefor. 

“The Board desires to place as little inconvenience 
and expense upon importers and exporters as possible, 
and, therefore, this suggestion is made in order that 
they may not be put to the expense of employing such 
agencies to obtain licenses, unless they so desire. 


~~ 


PUBLISHES A JOBBERS’ DIRECTORY. 








The 1918 edition of the American Hardware Job- 
bers’ Directory and Trade Name Index is now being 


sold to jobbers. The book contains a list of all 
the hardware jobbers in the United States and 
Canada, with names of over 1,200 buyers. Im- 


portant information is given regarding the jobbers 
such as the lines of goods sold by them, arranged in 
70 classifications ; their capital stock, if incorporated ; 
the territory covered by them and the per cent of 
wholesale business done; the number of traveling men 
they employ; and whether or not they issue catalogs. 
The Directory also includes a list of over 300 jobbers 
of heavy hardware, those who handle both shelf and 
The houses that are exclusively 
There is a list of South Amer- 
ican importers of hardware, a list of department stores 


heavy hardware. 
“heavy” are indicated. 


in the United States handling hardware and house 
furnishing goods, a list of New York exporters, with 
detailed information as to the lines of hardware ex- 
ported, a list of auto accessory jobbers, and several 
thousand trade names of hardware articles, alpha- 
betically arranged. The book is well worth the price 
for it. It 
AMERICAN ARTISAN AND HarbDWARE Recorp, and re 


charged may be purchased from 


tails at $1.50. 
a 


COMING CONVENTIONS. 





National Association of Stove Manufacturers, New York 
City, May 8, 1918. R. S. Wood, Secretary, National State 
tank Building, Troy, New York. 

Southern Hardware Jobbers’ Association, Traymore 
Hotel, Atlantic City, New Jersey, May 28, 29, 30, 1918. John 
Donnan, Secretary, Richmond, Virginia. 

Old Guard Southern Hardware Salesmen, Traymore 
Hotel Atlantic City, New Jersey, May 29, 1918. George H. 
Hillman, Secretary, 1402 McGavock Street, Nashville, Ten- 
nessee. 

American Hardware Manufacturers’ Association, Tray- 
more Hotel, Atlantic City, New Jersey, May 28, 29, 30, 1918. 
F. D. Mitchell, Secretary, 4106 Woolworth Building, New 
York City. 

National Association of Sheet Metal Contractors, Mik 
waukee, Wisconsin, June 11, 12, 13 and 14, 1918. Edwin L 
Seabrook, Secretary, Philadelphia, Pennsylvania. 

National Warm Air Heating and Ventilating Associations, 
Milwaukee, Wisconsin, June 12, 1918. A. W. Williams, 
Secretary, Columbus, Ohio. 
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EXHIBITS IN AMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 














SIMPLICITY PROVES EFFECTIVE IN 
WINDOW DISPLAY OF STOVES. 


A striking lesson in the art of advertising by means 
of the Window Display is presented to the dealer in 
the exhibit of the Kemp-Hibler Mercantile Company, 


SB 





Competition. 





kK] Dorado Springs, Missouri, shown herewith. The 
first thing that attracts the attention of the observer is 
that the display is exceedingly simple. Still, it cer- 
tainly cannot be said that the force of the exhibit is 
its extreme simplicity. 
a mag- 
is due, 


weakened to any extent by 
On the contrary, there is a certain fascination, 
netic power, which compels attention. This 
for the most part, to the simple arrangement of the 
display. It is noteworthy that this company has used 
plainness as the main means of carrying its appeal 
to the buyer. 

The fault with a great many of the displays which 
we see all around us in every line of business is the 
lack of simplicity. The dealers try to crowd every 
one of the articles which they sell into a limited space. 





Window Display of Stoves, Awarded Honorable Mention In AMERICAN ARTISAN AND HARDWARE RECORD Window Display 
Arranged by Paul H. Kemp, for the Kemp-Hibler Mercantile Company, Ei Dorado Springs, Missouri. 








The result is, of course, that no opportunity is left for 
attractive arrangement. The display, instead of being 
pleasing to the eye, is confusing and unpleasant to 


behold. While it shows a great many articles, it cannot 


bring any one of them clearly and forcefully before 
the 


observer. All that he sees is a mass of objects 











piled up like a lot of junk, which the dealer intends to 
Such a display is naturally a failure 





throw away. 

However, when the dealer takes only a few articles 
at a time, and features them in a simple yet forceful 
display, the impression upon the prospective customer 
is vastly greater, for after he has been induced to 
come into the store by the few articles exhibited, he 
can be shown the other articles which the dealer has 
Such a display is, therefore, a much more 


for the observer 1S 


for sale. 
profitable business proposition, 
induced to enter the store, while in a crowded and 
complex display he is kept away. The argument that 
a simple display of only a few articles does not show 
the buyer enough of the company’s wares does not 
stand, being offset by the effect of the display in draw- 
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ing the trade into the store, after which the other lines 
may be shown. This display was arranged by Paul 
H. Kemp, for the Kemp-Hibler Mercantile Company, 
El Dorado Springs, Missouri, and was awarded Hon- 
orable Mention in AMERICAN ARTISAN AND 
HARDWARE Recorp Window Display Competition. 
The arrangement of the display is described by Mr. 
Kemp as follows: 

“The lower section of the background which shows 
dark in the picture was covered with green crepe 
paper. The upper section of the background was 
white, with red crepe streamers, curled, about two 
inches apart. The floor was carpeted with two large 
oil rugs. 

“The center object was a fine nickel-finished coal 
heater. On either side were two oil heaters. To the 
front, on the floor, were three oil mops, between which 
lay two advertising cards. A cut-out of an oil heager 
stood to the front and right of the stove. Each article 
had a price card attached. While the display was 
exceedingly simple, it was likewise very attractive 
and compelling.” 


” 
~-@eo 


HARDWARE DEALER IS GLAD OF THE 
CHANCE TO BUY EASTER HAT 
FOR HIS WIFE. 





“Confound the extravagance of women!” wrath- 
fully exclaimed Charlie Perkins as he found a Dill 
from his wife’s milliner in the morning mail. 

“What are you growling about now?” asked his 
friend Jack Caplan, a neighboring hardware man who 
had run in to see him about some committee work of 
their local association. 

“Growling about! Look at this! Here's a bill for 
$40.00 for a hat that hasn’t fifty cents worth of mate- 
rial in it. Just because | happened to have an extra 
good week the end of last month, my wife thinks she’s 
entitled to buy all the importations from Paris. It 
makes a fellow sore to—”’ 

“What do you 
Don't you 


“Forget it, Charlie,” urged Caplan. 
think your wife is, a kitchen mechanic? 
want her to have nice clothes, a decent bonnet to wear 
once in a while? Never knew you to be a tightwad. 
You—” 

“It’s easy for you to talk, but if you had a stack of 
bills piling up against you like I have,” interrupted 
Perkins, “you would—” 

“Maybe so,” interposed Caplan, “but my wife’s Easter 
bonnet didn’t cost me a cent. Perhaps that’s the rea- 
son I don’t sympathize with you. At that, her hat 
cost five dollars more than your wife's.” 

“The deuce you say!” exclaimed Charlie Perkins. 
“Since when did your relations begin donating hats to 
your wife?” 

“Donate nothing!” he replied. 
money herself on a bet.” 

“On a bet? Why, I thought your wife was strongly 
opposed to gambling.” 

“So she is, but this wasn’t gambling. As it turned 
out, she was betting on a sure thing.” 

“You are talking in puzzles,” said Perkins. “Ex- 
plain yourself.” 

“Well, you see it was like this: About two months 


“She earned the 
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ago my wife returned from a visit to her brother’s 
in St. Louis. She was enthusiastic about a Hatfield 
Grinding Machine that was in operation in her 
store and making a barrel of 
money for the house. She—” 

“What has that to do with the price of Easter bon- 
nets,” interrupted Perkins. 

“A whole lot more than you think,” answered Jack 


brother’s hardware 


Caplan. 

“When she came back,” he continued, “she insisted 
on my buying a Hatfield Grinding Machine and in- 
stalling it in my store. | objected to the risk of spend- 
ing money for such a contrivance and argued that it 
would take a long time before it would pay for itself.” 

“That was two months ago,” he added. “She was 
so thoroughly convinced that it would be a money- 
maker that she offered to pay for it out of her own 
savings if it didn’t make good in sixty days. I was 
just as game as she was, and promised her that she 
could have all the money over and above the original 
investment which the machine would bring in by [Eas- 
ter Sunday.” 

“A week before Easter,” he went on, “there was 
$87.00 net to her credit. Like the good wife that she 
is, she refused to take advantage of me and said, ‘We'll 
call it square if you'll pay for my Easter hat out of 


the proceeds. The rest you can put back in the busi- 


ness.” ” 

“Believe me,” he concluded, “I was mighty glad of 
the chance to pay for that Easter hat.” 

“T wouldn't mind paying the bill for my wife's 
aster hat on the terms,” 
Charlie Perkins. 
Hatfield Grinding Machines myself.” 


same earnestly declared 


“IT guess I'll put in one of those 


“Where did you buy yours?” he queried. 

“I'd advise you to write to Hyfield Manufacturing 
Company, 21 Walker street, New York City,” said Jack 
Caplan, “and get full particu 
lars of their proposition to 
dealers.” 

“T'll do that right away,” 
declared Charlie Perkins. “I 
can't afford to overloook any 
money-maker in’ my 
The my. 


wife is not extravagant and I 


good 
business. fact is, 
ought not to have said that 
worried 





she was, but | was 
by all these bills. I want her 
a to have the best of every- 
Hatfield Grinding Machine. thing. A machine like that 


ought to help me pay for a good many things to which 
she is really entitled. Sh’e always been a good scout 
and helped me in every way to make a success of this 
store.” 

“I’m glad to hear you talk that way, Charlie,” said 
“I’m sure you won't regret puttting in that 
So long, old man, | must 


Caplan. 

Hatfield Grinding Machine. 

be going. See you tonight at the committee meeting.” 
saaatiaealiadians 

To will to conceive new ideas about the conduct of 

your business or the arrangement of your stock is the 

ideas must be 


foundation on which all constructive 


reared. 








AMERICAN HARDWARE MANUFACTURERS 
ASSOCIATION RECOMMENDS 
WAR SERVICE UNION. 


Ihe attention of the members of the American 
Hardware Manufacturers’ Association is called to a 
plan of war service which is highly recommended by 
the organization through F. D. Mitchell of New 
York, its secretary-treasurer. The plan is described 
as follows in a circular letter just issued: 

“Mr. Seneca G. Lewis of our Executive Committee 
reports to us a plan of organization for industrial em- 
ployes or small communities through which war serv- 
ice has been systematized and made highly efficient. 
We believe the results of this work in Jeanette, Penn- 
sylvania, should be conveyed to our members. 

“A ‘War Service Union’ was formed with the usual 
Officers and an Executive Committee of twenty. 
Membership in the Union was secured by soliciting 
every resident of the community to sign an enroll- 
ment card pledging a certain specific but voluntary 
contribution each month for the duration of the war. 
In return each member was given a card of ‘Certificate 
of Membership’ and larger cards were also furnished 
for window display. ; 

“An Advisory Council was formed consisting of one 
representative of the School Board and Council and 
one from each religious, social, fraternal, civic and 
Red Cross organization in the community. A Med- 
ical Board and a Law Board were formed to give 
gratuitously professional service to those enlisting in 
the U. S. Army or Navy. 

“The War Service 
equipped to perform efficiently almost any kind of 
community service, but Mr. Lewis emphasizes one 
kind of service which has shown remarkable results. 
The membership is guaranteed against solicitation of 
contributions for any war service measures, except 
membership in the American Red Cross at an expense 
of $1.00 per year. Community subscriptions are made 
for these purposes in lieu of individual subscriptions. 


Union as thus constituted is 


“The net result of organization effort as compared 
with individual effort was that in former campaigns it 
was found that approximately 1,000 residents of 
Jeanette joined whereas the Jeanette War Service 
Union now has more than 3,000 members and the 
voluntary payments amount to more than $3,700.00 
per month. It is expected that this will be further 
increased to a minimum of $50,000.00 per annum. 
Each movement requiring public subscription is in- 
vestigated by the Executive Committee of the War 
Service Union and the Community subscription is 
made by vote of that Committee. It will be very read- 
ily seen that such an organization can be formed 
among the employes of an industrial plant as well as 
among the residents of the smaller cities and towns. 

“In concluding a description of the work, Mr. Lewis 
says: ‘We are glad to be able to write you at length 
on this subject, not because the plan is startling, either 
as regards originality or workings, but for the reason 
that it is practical and something along the lines on 
which both the Government and individuals must 
work if the contributions to war service are to be 
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equitably distributed. Incidentally, it may be added 
that this plan is a great help in ferreting out the luke- 
warm, pacifists and saffron-backs. As you know, the 
spotlight of publicity is a great chastener. We publish 
the original contributions in our weekly papers, and a 
few who were inclined to lag in back at first have 
come in, and up to date we cannot report any one 
who has declared himself as absolutely opposed to the 


War Service Plan.’ ” 
“7e- 


DEWEY DOUBLE STOCK WATERER HAS 
DESIRABLE SELLING FEATURES. 


The Dewey Double Stock Waterer, shown in the ac- 
companying illustration, is easily attached to a tank or 


barrel. The valve 
is on the inside 
of the tank or 


barrel, in the wa- 
ter and governed 
by a brass float 
which, it is said, 
cannot -rust, leak, 


freeze or allow 
mud to collect un- 
Dewey Double Stock Waterer. der it. The two 


nipples, one above the other, brace the fountain. A note- 
worthy feature is that the Dewey is claimed to have 
none of the following defects which are great obstacles 
to the use of mechanical stock waterers: 1. Drinking 
cup swinging on a pivot that can be broken; 2. Rubber 
hose to leak and break; 3. Float or valve in the drink- 
ing cup that chokes with mud or freezes with the first 
frost; 4. Equipoise valve governed by weight of water 
in cup that is thrown out of commission by a little 
mud. This waterer can be used for hogs, calves, sheep 
and poultry. Dealers writing to the Rock Island Man- 
ufacturing Company, Rock Island, Illinois, can secure 
full particulars and prices, together with helpful ad- 
vertising suggestions. 
oo 


OBTAINS PATENT RIGHTS FOR DEVICE 
TO SUPPORT SLIDING DOORS. 


Under number 1,259,042, United States patent 
rights have been granted to Ellis J. G. Phillips, Aurora, 
Illinois, assignor to Richards-Wilcox Manufacturing 
Company, Aurora, Illinois, for a means for supporting 
sliding doors, described herewith: 


The combination of 4a 
track extending along 2 
doorway, about the corner, 
and along the adjacent 
wall,- two doors pivotally 
connected together on a 
vertical axis in rear of the 
forward edge of the rear 
door, a carriage mounted 





on said track and pivot- 
ally connected with the 
rear door near its rear 


edge so as to turn on a 
vertical axis rélative there- 
to, a second. carriage 
mounted on said track and 
pivotally connected with 
the rear door near its for- 
ward edge so as to turn on a vertical axis in advance of the 
forward edge of said door, and a third carriage pivotally 
connected with the forward door near its forward edge $0 
as to turn on a vertical axis relative thereto. 
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TRAPSHOOTERS AND HUNTERS. 


The high recommendations which they receive from 
trapshooters and hunters all over the country offer 
sufficient inducement for hardware dealers to handle 
the Hercules Infallible and “E. C.” Smokeless Shot- 
gun Powders. It is claimed by the Hercules Powder 
Company, 121 West 11th Street, Wilmington, Dela- 
ware, the manufacturers of these powders, that they 
have won the confidence of sportsmen everywhere be- 
cause of their unusually light recoil, high velocity, 
even patterns, and uniformity in quality. When we 
see sportsmen swell out their chests after making an 
exceptionally high score at the traps, or hunters strut- 
ting around proudly after filling up fat bags of game, 
we know that these men are enthusiastic over the sport. 
()f course, a man has to be a good shot to make high 
scores or to pull down game. But with poor shotgun 
powder even a good shot is hampered considerably. 
Dependable shotgun powder, on the other hand, is one 
of the greatest aids of the sportsman. This is what 
accounts for the great popularity of the Hercules 
Smokeless Shotgun Powders, according to the manu- 
facturers. Hardware dealers are, therefore, advised 
to take advantage of the large sales to be made by 
catering to the demands of the sportsmen. _Instructive 
and helpful literature will be sent free of charge by the 


manufacturers to all dealers who apply to them. 


CHANCE FOR ERROR. 


ELIMINATES ALL 


So often do we hear complaints from those who 
have occasion to use rules or measuring tapes that we 
are almost led to believe at times that such artic'es 
should be eliminated entirely, and measuring done by 
prophets, clairvoyants, or other people skilled in the 
magic art of guessing. The unfortunate beings who 
make the complaints say that no matter how careful 
they are in the use of their rules or tape measures, 
mistakes occur which are exceedingly expensive to 
He grabs 


them. For example, a man is in a hurry. 


his rule or his measuring tape. The work he has to 
do is very important. He has to strain his eyes to 
read the markings on the rule. He grows nervous 


and excited. Time presses on him. The result in nine 
cases out of ten is that he puts down the wrong meas 
urement, and later on = 1s 
caused a great deal of trouble 
because of his mistake. 

This is a great inconveni- 


But, it is not 


geet 9 
. 


ence, we admit. 
an argument against all rules 
It is, how- 





or tape measures. 

“Challenge” Steel Measuring ever, an argument against the 

Tape, Made by Lufkin Rule 

Company, Saginaw, Michi- 
gan. 


use of poor rules or measures. 
When we 
main cause of the trouble among users of rules and 
tape measures is the fact that much time is wasted 
in the reading of the markings, and costly mistakes 
arise therefrom, we see that the chief essential of a 
good rule or tape measure lies in easily distinguishable 
markings. This is what is claimed by the Lufkin 
Rule Company, Saginaw, Michigan, Branch Office, 


consider that the 





SMOKELESS SHOTGUN POWDERS PLEASE 
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New York City, to be the principal feature of its steel 
measuring rules and tapes, one type of which is here- 
with illustrated. and tapes have an 
original and distinctive system of marking measure- 
This system is known as the system of In- 


These rules 
ments. 
stantaneous Readings. It consists of repeating the 
foot marks at each inch in clearly distinguishable fig- 
In this way, the total reading is brought before 
the eye, eliminating all chance for a possible error, and 
It is maintained by the 
manufacturers that nothing but the very best of mate- 


ures. 
saving much valuable time. 


rials is used in these rules and tapes, and that every 
article is carefully inspected and tested before being 
shipped. Hardware dealers may obtain information 
from the company’s latest catalog, which can be se- 
cured by addressing the manufacturers. 

oo 


COUPON SAVES TIME FOR DEALERS. 


The criticism is often made that in our quest for a 
livelihood we are always in too great a rush, we are 
We will not attempt to 
debate upon the justness of such criticism, nor will we 


always in too big a hurry. 


delve into the causes making for our great desire to 
save time. Perhaps it is unfortunate for us that such 
conditions exist. Perhaps we are in a pitiable plight. 
Nevertheless, the fact remains that we are exceedingly 
anxious to prevent delays in our business, and to waste 
as little time as possible. .This accounts for the fact 
that whenever a time-saving device is perfected, its in- 
vention is heralded with great applause by those for 
That the E. |. du Pont de 


Nemours and Company, Wilmington, Delaware, is 


whose use it is intended. 


cognizant of the spirit of the times, is evident from 
the offer which it makes to hardware dealers. Real 
izing that the hardware dealer is too busy too waste 
any time getting up letters to obtain particulars re- 
garding certain subjects which would be of interest to 
him, this Company makes use of a time-saving device 
to eliminate all unnecessary writing. This device takes 
the form of a coupon, which may be found in the 
company’s advertisement, on another page in this issue 
The 
coupon contains a number of subjects of interest to 
yy simply marking X in the little 
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hardware dealers. 
square before the subject of the greatest interest to 
him, and mailing the coupon to Advertising Division 
Ik. S. 12, FE. 1. du Pont de Nemours and Company, 
Wilmington, Delaware, the dealer will obtain full par 
ticulars regarding the subject. Inasmuch as very little 
time is required in doing this and no long letter is 
necessary, the dealer should not hesitate to take ad 
vantage of the Company’s offer. 
ooe 


CREDIT IS A FAVOR TO CUSTOMERS. 


In the case of credit extended by merchant to cus 
tomer, the obligation rests upon the latter. He is the 
one to whom a favor has been shown. There should 
be no hesitancy on the part of the retailer in asking 
for payment of that which is his due. 


> 


E-xtravagance is the inability to regard things as 


expensive on pay day as they are when you're broke. 












28 AMERICAN ARTISAN AND HARDWARE RECORD 


IN RETAIL MERCHANDISING. 


The University of Minnesota has established a short 
course of training for retail merchants. Lectures are 
given by noted experts. One of the best talks re- 
cently delivered is that on “Team Work in Retail Sell- 
ing,” by Frank Stockdale, Secretary of the National 
Educational Committee of Associated Advertising 
Clubs of America. He says: 

This is an age of team-work because it is an age 
of specialization. You remember when you studied 
physiology, you started, perhaps, studying about the 
five special senses, and after that you studied about 
the organisms of the human body. Now, the special 
senses would not perform their funciions with any 
degree of efficiency if it were not for the fact that 
they are organized, and so you want to notice that the 
more we specialize the more we need organization. 
We are organizing today; we are encouraging team- 
work and co-operation on every side because it has 
been forced upon us by specialization. 

What does organization mean? In the simplest 
form organization means understanding. When the 
ear hears something the eyes look in that direction; 
and so on: the senses work together. An organization 
is understanding and there is no organization where 
there is no understanding. The big department stores 
and mail order houses are possible because of organ- 
ization and specialization. Specialization came first 
and team-work is trailing along behind. 

Good Retailing Requires Team Work. 

| am going to take the position that good retail sell- 
ing requires team-work because we have new forces 
today that we didn’t have yesterday. A great many 
of us don't seem to realize that these selling forces 
must work together in order to produce the greatest 
Only a short time ago personal salesmanship 
We have 


results. 
was the only way of selling merchandise. 
discussed already two more important ways in addi- 
tion to personal salesmanship ; that is, advertising and 
merchandise display, so | want to discuss now the 
team-work of these three elements in retailing—per- 
sonal salesmanship; newspaper and circular advertis- 
ing; and merchandise display. 

Advertising should bring people to the store. 
member visiting a store some time ago and talking 
with the advertising manager about the problems of 
advertising. Of course in the Mail Order business 
advertising has to do more: it has to get the attention 
of the people and convince them and bring them to the 
point of writing out an order and sending it in. You 
ought to congratulate yourself that you don’t have 
such a hard job. While there are some big successes 
in the Mail Order business, there are more failures. 
Department stores that have been successful in busi- 
ness have tried to build up Mail Order departments 
and have failed. 

This man in discussing the problems in advertising 
said that one of the big purposes of advertising is to 
bring people into the store, and he made this little 
point, which I think you can practice in any store: 
He said, “While we do advertising that involves con- 
siderable amount of money, the best merchandise to 


I re- 


DISCUSSES ELEMENTS OF TEAM WORK 
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advertise is that which doesn’t involve too much in a 
single purchase.” Now, I wouldn’t have you under- 
stand that you shouldn't advertise high priced mer- 
chandise, but if you really want to make advertising 
effective at once, advertise the articles that sell for ten 
cents, or twenty-five and fifty cents. There are more 
people that are going to buy a ten cent article than a 
ten dollar article. 

If advertising should bring more people into the 
store, advertising a ten cent article would bring more 
people into the store, wouldn't it? In any line of busi- 
ness there are special things you can advertise, for 
example; in the shoe business, if you are ready to re- 
pair little things on shoes, this is one of the things 
you should advertise. The same thing applies to hard- 
ware stores; and in order to advertise stoves, refrig- 
erators, etc., in the right way, you should have a leader, 
but be sure the price isn’t too high on your leader. 

Co-operative Advertising. 

In Neosho, Missouri, for almost three years the mer- 
chants have been getting together and taking double 
page space in the newspapers. They have a weekly 
paper, but this same plan is also being carried on in 
towns where they have a daily paper. They divide the 
page off into blocks and apportion them among the 
merchants who tell about special bargains. This is 
team-work in retail selling, but here is the thing I want 
to bring to your attention: these merchants almost in- 
variably find that their results are better if they use 
a small item than if they use a larger item. That is 
a mistake that many make in this bargain-day busi- 
ness; they advertise things that are too high in price. 
When a man uses a leader he uses it to make friends 
for the store. 

After the Neosho plan had been running for six or 
seven months, | went down there to make an investi- 
gation. I.got the sales for the Saturday sales-day and 
took six sales-days, getting figures for those six sales- 
days, comparing them with the six Saturdays the year 
before. When [| got through I found two or three 
merchants who said, “Well, we may be selling more, 
but I feel sure it takes away from the other Satur- 
days.” So I next had to go around and get the busi 
ness for all the Saturdays, and compare them with the 
year before. When I got through with this and fig- 
ures showed up that they were doing more business— 
about twenty per cent—a few were still pessimistic, 
and said, “Well, if we sell more on the salesdays on 
Saturdays we sell less during the week days.” | went 
around again and found that they were doing more 
business on the week days than they had been doing 
the year before and that they had increased their usi- 
ness. If any one wants the exact figures I have them 
on file at home and would be glad to send them to you. 

Loss Leaders Win Customers. 

An advertising man in talking along this line said, 
“One of the best assets that we have had for a long 
time in this dry goods store was a sale of ribbons. We 
advertised ribbons ; we didn’t advertise a bargain price 
but tried to show the people that we were headquarters 
for ribbons. The money we spent in advertising rib- 
bons was more than the money we received selling 
ribbons but still I know it was the best advertising 
we have done for a long time, because the people cam® 
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of the store.” 

That is the essential thing in having a leader 
people in your store. A man cannot carry on an effec- 
tive advertising campaign unless he gets his store ar- 
That is one reason we must give careful 
Our merchandise 





to get 


ranged. 
thought to our store arrangements. 
should be attractively arranged. 

Goods should be plainly price-marked. This is one 
thing | think we ought to do right along. | find in 
many stores they don’t do this, but in the progressive 
stores they do. Get the goods on the tables and on 
the counters marked, make it easy for the customers 
to find the merchandise and specialize in displaying it. 
Make it easy to find merchandise both for your cus- 
tomers and your clerks. 

Clerks Must Be Posted. 

The sales people ought to read the advertisements ; 
and they should not merely run through them but get 
to the meat, and know what is in the advertisement 
because it is only by so doing that you get team-work. 
I find many stores planning like this ; they have enough 
copies of the advertisement to go around and they dis- 
tribute them and then they have the sales people 
checked, and then check up on the checker. The thing 
to do is to drop around once in a while, and see if 
they are really remembering what they have read. It 
is very essential. 

That 
I have 


The clerks should know the selling points. 
puts the job up to you, Mr. Advertising Man. 
some advertising here. If you will let me run over 
the average newspaper and pick out fifty per cent, and 
then if you can take the other fifty per cent and find 
any real selling points I would like to know where 
they are. That is one of the great weaknesses of ad- 
vertising. 

Good Selling Points Here. 

| am going to spend a little time in showing you 
how to get selling points into your advertising; first, 
through manufacturers’ literature. There are many 
good selling points, informative selling points, in man- 
ufacturers’ literature that is never opened by the re- 
[I think one of the greatest mistakes is not tak 
ing advantage of it. You look at this literature as a 
method or means of selling you merchandise and you 
look at the selfish purpose of the manufacturer in 
He is just as human as you. are and 


tailer. 


sending it out. 
the thing for you to do is to take advantage of the 
Ile knows more about 
Manufacturers’ 


selling points in that literature. 
that merchandise than anybody else. 
literature is an important thing in getting informa- 
tion for your advertising, and there is where you can 
get selling points as well. 

A Weak Point. 

Last but not least, in this retail selling is and should 
be, “talks by the proprietor.” One of the weakest 
links in the selling chain is this: A salesman comes into 
a store, you are the proprietor in your store, you have 
two or three clerks. When he comes into your store 
bringing those samples with him, you permit the clerk 
to sell merchandise and you go ahead and buy the 
goods. If you have three or four clerks, you may go 
up to a sample room and buy the merchandise. If you 
have a big store you might go to the Twin Cities, Chi- 


in to buy ribbons and they became regular customers 
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cago, or New York to buy merchandise. When you 
buy the goods you are filled with enthusiasm, and then 
you come back to the store and say to the clerks, “Here 
is some fine merchandise | bought.’ You tell them 
to sell it, and you keep the enthusiasm and informa- 
tion. 

Think that over. Right there is one of the weakest 
points in retail selling. You don’t tell your sales peo- 
ple. You know why that merchandise ought to sell 
and you know why you bought it but you don't pass 
the enthusiasm and information on to the next fellow. 
Don't you see it is just as necessary to sell to your 
clerks as it is to your customers? Take time to ex- 
plain and pump into that sales person the enthusiasm 
that you have yourself. 

I have been advising retailers as far as possible to 
make salesmen really sell them merchandise. Some- 
times the weakness in this selling chain comes right 
there. A lot of merchants buy merchandise without 
making the salesman give them the selling points. 

| know a salesman who went down to a town in 
lowa of about five thousand people and he got very 
much peeved because a merchant down there put him 
on the carpet and made him tell every last selling point 
he knew about the merchandise and asked him for 
more than he knew. The merchant should put the 
salesman on the carpet and make him sell to the mer- 
chant and to the clerks. Don't lose sight of the fact 
that the things you demand from the salesman the 
customer is demanding from you as regards your mer- 
chandise. We must have a closer understanding be- 
tween the merchant and the man with whom he deals 
just as the merchant must get a closer understanding 
between himself and the customer. 


Team Work Brings Economy. 


Ikconomy in distribution demands team-work. All 
selling forces should be focused on the same sales. 
Manufacturers invest in: first, national and local 


advertising ; second, newspaper copy; third, booklets, 
letters and catalogs ; fourth, store and window display. 

Retailers should invest in: Local newspaper adver 
tising; second, direct by mail campaign; third, store 
and window display; fourth, knowledge of the mer- 


chandise and its use. 


————— 


THE WAFFLE SEASON IS NOW OPEN. 


The alert 
stocking 


In Spring man’s fancy turns to watftles 
hardware dealer can exploit the fancy by 
wattle irons, such as 


the Stover Waffle 





Irons made by the 

Stover Manufactur 

ing and Engine 

Company of Tree 

Waffie Irons Made by Stover Manu- port, Illinois. These 
facturing and Engine Company, ; 

Freeport, Iilinois. are made in three 


round sizes and one square size, one of the styles being 
pictured herewith. The round sizes can be furnished 
with either low or high bases, low bases being for coal 
or wood ranges and high bases for gas ranges. All bases 
have a heavy coat of black baking enamel. The regular 
Stover Waffle Irons have iron handles on the bases but 


where wire bails are preferred they may be had on 
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either the high or low bases. All plates are furnished 
with enameled wood bandles with steel ferrules, not 
driven in cored openings but on steel pins. These 
plates can be furnished in either cast iron or cast 
aluminum. The Stover Waffle Irons have the popular 
ball and socket joints. The plates roll over easily 
when baking, stand straight and rigid when thrown 
back and can be lifted from the socket separately for 
cleaning. Dealers can secure catalog with full details 
of these waffle irons and other lines by clipping the 
coupon which appears in the company’s advertisement 
on another page of this issue of AMERICAN ARTISAN 
AnD Harpware Recorp and mailing it to Stover Man- 
ufacturing and Engine Company, 719 East Street, 


reeport, Illinois. 
“*2e- 


SAYS SHE IS THE ONE GIRL IN ALL THE 
WORLD FOR HIM. 


“I like pretty girls just as well as any other fellow,” 
declared Joe Baker as he lit his cigar at the end of the 
luncheon. 

He was entertaining an out-of-town customer at the 
I:ssex and the talk had drifted into a discussion of 
feminism. 

“But,” he continued, “mere prettiness without brains 
doesn't make a lasting hit with me. I've met some 
beautiful women who didn’t have enough gray matter 
in their heads to supply a mosquito with sufficient 
thinking substance to come in out of the rain.” 

“Well,” said Paul Merrill, the customer whom he 
was entertaining, “you can’t expect to have everything 
-beauty as well as brains combined in one person.” 

“Maybe not, as a rule,” replied Joe Baker, “but 
when you find a pretty woman who is also intelligent 
and who knows how to talk entertainingly on subjects 
other than hats and frocks, you have found a treas- 
ure.” 

“They are not very numerous, are they?” observed 
Merrill. 

“No indeed,” acquiesced Joe 
Lowell, despite its nearness to the hub of culture.” 

“When a fellow does find one,” he continued, “he 
ought to consider himself the luckiest of mortals.” 

There was a sparkle in his eyes as he spoke which 
gave so unmistakable a sign of more than theoretical 
interest in the subject that Merrill was moved to in- 


Jaker, “not even in 


quire: 

“You seem to be speaking from personal experi- 
ence?” 

“Fortunately for me, I am,” Baker replied. “My 
sweetheart Fannie is as pretty as a picture dnd she 
has brains enough to outfit half a dozen business men. 
She’s jolly and tranquil—if you can realize what an 
unusual combination of character that is. She is witty 
and humorous but not fidgety. She hates shams like 
poison.” 

“The other day, for example,” he explained, “her 
brother Leo brought home a saw to do some repair 
work around the house. It was a flashy looking arti- 
cle. The minute she caught sight of it, she exclaimed: 

“*Why didn’t you throw your money in a rat-hole, 
Leo, where it would have done the least harm? You 


couldn't do a worse thing than buy such a worthless 
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saw as this one. By doing so you encourage inferior 
goods which are the curse of any business.’ ’ 

““Well, it looked all right to me,’ said her brother 
defensively. ‘How was I to know that it wasn’t all 
right?” 

“There's a mighty easy way to get the right kind of 
a saw, she answered. ‘Go to a reputable hardware 
store and ask for a Disston and Sons saw.’ ” 





Disston and Sons Hand Saw. 


“There isn’t one pretty girl in a thousand who would 
have had sense enough to talk that way and put her 
brother on the right track. But Fannie is sensible as 
well as pretty and besides she has just as keen a sense 
of the romantic and emotional things of life as any 
girl that ever wept over the fortunes of a poor, proud 
heroine in a five hundred page novel.” 

“You are certainly to be congratulated, old man,” 
“T hope you won't forget me when the 
I certainly will be glad to make 


said Merrill. 
big event comes off. 
a special trip to town for that purpose.” 

“Fannie is so earnestly a champion of standardized 
goods [thought I’dinvite her to take a trip to the Henry 
Disston and Sons, Incorporated, factory in Philadel- 
phia, so that she could see her favorite saws being 
made and that would give me just the sort of an ex- 
cuse I want for insisting that the rules of convention- 
ality require that we should be married before taking 
such a trip. It would be a novel way of proposing to 
her and she’s just clever enough to see that my whole 
heart and soul are hers. She's the only girl in all the 


world for me.” 
“*e- 


THE GANG HAS AN EXCITING TIME IN 
LEFTY’S BASEMENT. 


“Oh, Skinny, come on out. Hurry up.” 

“[ don’ wanna. I'm tired. Le’mme sleep.” 

“Oh, come on, lazy. Get dressed, and hurry out. 
There’s a meeting of the club in Lefty’s basement. All 
the fellows will be there. We'll have lots of fun.” 

“A meeting today? You bet I’m comin’.” 

The gang then proceeded on its way, doing the Paul 
Revere act to other tardy members, so that by the 
time the meeting was to commence, there was almost 
a full attendance in the “congressional mansion.” A 
report of the proceedings of this most honorable leg- 
islative body follows: 

President: “This here meeting will now begin. The 
secretary will read the minutes of the prevous meet- 
ing.” 

Secretary: “Listen, Lefty. 
‘previous.’ ” 

President : “Hank, you're fined a cent for calling me 
Lefty. Call me Mr. President next time.” (Prolonged 
applause. ) 

Secretary: “Aw, I fine you a cent fer callin’ me 
Hank. Call me Mr. Secretary.” (Laughter. ) 


It isn’t ‘prevous.’ It’s 
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President: “Shut up, er I'll fine yuh anodder cent. 
Doncha know that the secretary can’t fine nobody? 
Now read the minutes of the previous meeting.” 

Secretary: “Well anyway, now you call it ‘previous.’ 
I teached you somethin’. | don’t care "bout the penny 
The first thing we done last week—” 

Here comes 


fine. 

Assembly in unison: “Wait a minnit. 
Skinny.” 

President: “Skinny, I fine you two cents for comin’ 
late.” (Laughter and applause. ) 

Mike: “You better start savin’ up, Skinny.” 

President: “Go ahead with your minutes. 
—er—Mr. Secretary.” (Laughter and applause. ) 

Secretary: “The first thing we done last week was, 
we tried to make up what to do with all our money. 
Lefty said we should buy some games.” 

Shouts: “Hurrah for Lefty! Let's do that.” 

Skinny: “No. Let’s get some pies and cakes, an’ 
have a big feed.” (Laughter. ) 

President: “Everybody keep quiet.” 

Secretary: “Percy said we should buy some books.” 

Chorus of Voices: “Naw, we get enough of books 
in school.” 

Secretary: “Then we was chased off of Old Man 
Grouch’s steps for makin’ too much noise. Mike said 
we should meet in somebody’s basement, and Lefty 
said his ma said we could have hisn if we would be 
Lefty was ‘lected president. Dat’s all.” 
Let's be quiet now, 


Han—er 





quiet. 
President: “Come on, fellows. 


‘Coaster 





Auto Wheel Convertible Roadster, Made By the Buffalo Sled 
Company, North Tonawanda, New York. 


and make up what we want to do with our money. I 
tink the treasur’ otta say somethin.” 

Chorus of voices: “Dat’s right. [et him talk. Go 
ahead, Shorty.” 

Treasurer Shorty: “We got 24 cents in the treasury. 
Everybody paid 2 cents dues so far. We got two 
hundred cents comin’ for fines.” 

Mike: “Oh, we got it comin’.” 

President: “Mike, you're fined two cents fer inter- 
ruptin’ the treasurer.” 

Mike: “You got dat comin’ too.” 

While the most honorable body was planning as to 
the means of disposing of the surplus funds, a man 
had entered the basement, unseen by the members of 
the assembly. 

President : “Come on, fellows. Let’s finish dis busi- 
ness. What should we buy for our money?” 

The man who had entered rose and started to speak. 

Assembly, in unison: “Oh, it’s Lefty’s father. Hur- 
rah for Lefty’s father!” 

President: “Keep quiet, everybody.” 

Lefty’s Father: “May { offer a suggestion to the 
members ?” 


(Laughter. ) 
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Members: “Sure. Go ahead.” 

President: “All right, pa.” 

Lefty’s Father: “The fathers of the members of 
this club have been watching you for some time. We 
know that you can't decide what to do with your 
money, and we want to help you. We watched the ad- 
vertisements in the papers and boys’ magazines, and 
have found something fine for you. We liked the ad 
of the Buffalo Sled Company of North Tonawanda, 
New York. They’ve also got a factory in Preston, 
Ontario. That's in Canada, and they have an office in 
New York City, at 108 Chambers Street. You can 
buy them anywhere. We found out that their Auto 
Wheel Convertible Roadster is making a hit with the 
kids all over the country, so we thought that it would 
make a hit with you: We ordered one fer you. You 
can give us the money in your treasury, and pay us 
the rest when you collect enough on fines. Here’s the 
company's booklet. You can look at the pictures, and 
see if you like it. Later on, we'll order a few more. 
The Convertible Roadster will reach here in time for 
your next meeting.” 

Assembly: “Hurrah for our fathers. Now we're 
goin’ to have some fun. Ooh, look. It can be used 
for a coaster too.” 

President: “All 
helpin’ us get the roadster-and-coaster holler hurrah.”’ 


in favor of tankin’ our pas for 


Assembly: “Hurrah!” 


+@-> 
~-~eo 


OPPORTUNITIES FOR FOREIGN TRADE 
PRESENTED BY BUREAU OF FOREIGN 
AND DOMESTIC COMMERCE. 





The Bureau of Foreign and Domestic Commerce 
through its Special Agents, Consular Officers and 
Commercial Attachés is receiving information of op- 
portunities to sell hardware and kindred lines in sev- 
eral foreign countries. Names and locations will be 
supplied on request to the Bureau in Washington or 
its District Offices. Such requests should be made on 
separate sheets for each opportunity, stating the num- 
ber as given herewith: 


A man in Italy is in the market for bathroom 
heaters. Catalogs should be submitted. Correspondence should 
be in French or Italian. References. 

26688—A man from South Africa who is at present in 
the United States desires to be placed in communication with 
American manufacturers and exporters who are interested 
in extending their trade in South Africa and who are not 
already represented in this section. He wishes to secure rep- 
resentations on a commission basis. He will call on inter- 
ested firms personally, if possible, or communicate with them. 
He mentions no particular line of goods. References. 

26691—A man in Canada desires to purchase and secure 
an agency for the sale of cylinder and automobile oils of the 
best grade. Quotation may be made f. o. b. Boston. Cor- 
respondence may be in English. Reference. 

26693—A company in South Africa is in the market for 
razors and shaving brushes. Catalogs and full information 
should be submitted. 

26708—A firm in India wishes to secure agencies for the 
sale of all kinds of hardware and supplies for civil engineers 
and contractors. Correspondence may be in English. Ref 
erences. 

26714—An agency is desired by a man in England for the 
sale of colliery nails, nuts, and bolts, and all accesories used 
by collieries. References. 


22687 


oo a 


Can a stingy man get a reputation for running a 
store in a generous way and with generous policy? 


Will a stingy man ever run 2 store ‘n that way: 











OBITUARY. 


Austin Clement. 

After a long illness in the Henrotin hospital, Chi- 
cago, Illinois, death came to the relief a few days ago 
of Austin Clement, president of the Page Steel and 
Wire Company of Monessen, Pennsylvania, formerly 
the Page Woven Wire Company. The deceased was 
born in Bridgewater, Vermont, September 19, 1842, 
and when 25 years of age came to Chicago where he 
was identified for many years with the clothing busi- 
ness. In 1902 he became actively connected with the 
steel industry in an official capacity. He was a member 
of the Hamilton Club of Chicago, the New England 
Society, and chairman of the board of trustees of the 
Church of the Redeemer, Second Universalist Society. 
He leaves two sons, Allan M. and Arthur A., both 
residents of Chicago. 

TS 
SEMI-ANNUAL POSTAL STATEMENT OF 
AMERICAN ARTISAN AND 
HARDWARE RECORD. 


In compliance with the Act of August 24, 1912, 
Postal Laws and Regulations, the appended statement 
is published. It is recognized that a constructive pur- 
pose is served by the law requiring the publication of 
this statement, and, therefore, AMERICAN ARTISAN 
AND HARDWARE REcorp takes pleasure in the perform- 


ance of this duty. 
Statement of the Ownership, Management, Circulation, 
Etc., Required by the Act of Congress of 
August 24, 1912. 


Of AMERICAN ARTISAN AND HARDWARE Recorp, published 
weekly at Chicago, Illinois, for April 1, 1918. 

State of Illinois, County of Cook.—ss. 

Before me, a notary public in and for the State and 
county aforesaid, personally appeared Etta Cohn, who, hav- 
ing been duly sworn acording to law, deposes and says that 
she is the Business Manager of the AMERICAN ARTISAN AND 
HarpWARE REcorp, and that the following is, to the best of her 
knowledge and belief, a true statement of the ownership, 
management (and if a daily paper, the circulation), etc., of 
the aforesaid publication for the date shown in the above 
caption, required by the Act of August 24, 1912, embodied 
in section 443, Postal Laws and Regulations, printed on the 
reverse of this form, to wit: 

1. That the names and addresses of the publisher, editor, 
managing editor, and business managers are: 


Publisher, Daniel Stern, 910 South Michigan Avenue, 
Chicago. 
Editor, Richard Moreno, 910 South Michigan Avenue, 


Chicago. 

Managing Editor, Daniel Stern, 910 South Michigan Ave- 
nue, Chicago. 

Business Manager, Etta Cohn, 910 South Michigan Ave- 
nue, Chicago. 

2.. That the owners are: (Give names and addresses of 
individual owners, or, if a corporation, give. its name and the 
names and addresses of stockholders owning or holding | 
per cent or more of the total amount of stock.) Daniel 
Stern, 910 South Michigan Avenue, Chicago, sole owner. 

3. That the known bondholders, mortgagees, and other 
security holders owning or holding | per cent or more of total 
amount of bonds, mortgages, or other securities are: (If 
there are none, so state.) No bonds, mortgages nor other 
outstanding liabilities. 

4. That the two paragraphs next above, giving the names of 
the owners, stockholders, and security holders, if any, contain 
not only the list of stockholders and security holders as they 
appear upon the books of the company but also, in cases 
where the stockholder or security holder appears upon the 
hooks of the company as trustee or in any other fiduciary 
relation, the name of the person or-corporation for whom 
such trustee is acting, is given; also that the said two para 
graphs contain statements embracing affiant’s full knowledge 
and belief as to the circumstances and conditions under which 
‘tockholders and security holders who do not appear upon 

“e hooks of the comnany as trustees, hold stock and securi- 
ties in a capacity other than that of a bona fide owner; and 
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this affiant has no reason to believe that any other person, 
association, or corporation has any interest direct or indirect 
= = said stock, bonds, or other securities than as so stated 
y him. 

5. That the average number of copies of each issue of 
this publication sold or distributed, through the mails or 
otherwise, to paid subscribers during the six months preced- 
ing the date shown above is. (This information is required 
from daily publications only.) 

ETTA COHN, 


(Signature Business Manager.) 
Sworn to and subscribed before me this 3rd day of April, 
1918 ISAAC O. GOLDSTINE. 
(My commission expires July 23, 1918.) 


~~ 
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RETAIL HARDWARE DOINGS. 


Iilinois. 

The Barkmeier Hardware Company, 
creased its capital from $9,000 to $15,000. 

lowa. 

George I. Bennett has sold his hardware store dt EFlls- 
worth to A. B. Staples and Carl J. Olsen. 

J. M. Bridge has purchased a hardware store at Lisbon. 

The Erickson Hardware and Implement Store has been 
sold to M. A. Cavanaugh of Montgomery. 

Kansas. 

M. Duncan has sold his hardware store at Baldwin to C. 
M. Emory. 

R. B. Hogue has disposed of his hardware stock at Fre- 
donia to Carl Eby who will add a grocery stock. 

A recent fire damaged Cameron’s hardware store at Grove 
City, the stock being damaged to the extent of $16,000 and 
the building from $350 to $400. 

C. E. Walterscheid of Delaware has taken over the active 
management of the Berentz Hardware store at Bartlesville. 

Minnesota. 
3oland will engage in the hardware business at 





Harvey, has in- 


2 
Prior Lake. 

The hardware firm of Hultgren and Hughes, Waterville. 
has been dissolved, John H. Hughes continuing the business. 

Charles A. Risser has sold his interest in the Morrison 
Risser Hardware company at Winona to A. A. Miller. 

The hardware store of Wardian Brothers at Holdingford, 
was burned out with a loss of $25,000. 

L. J. Zimmer has bought the hardware store of John N. 
Swanson at Waverly. 

Missouri. 

The Piedmont Hardware Company has opened for busi- 
ness in the new Blaine building at Piedmont. 

Val Pfitzner has purchased the FP. A. 
store at Aurora. 


Harr hardware 


Nebraska. 

FE. and T. Healy, Creighton, will open a hardware store 

The Vrzal Hardware Company, Madison, has bought out 
the McKnight Hardware Company’s stock. 

O. M. Konegni, Wynot, has purchased a hardware anil 
furniture store. . 

D. Kavanaugh has sold his hardware store at Fairbury 
to C. White. 

H. D. Doke has disposed of his hardware business at 
lirth to Lohmeyer and Krauter. 

C. S. Pettit has purchased the Osborn hardware store at 
Springview. 

L. Rose has sold his hardware store at Prague to J. T 
Staska. 

Olson and Olson have purchased Gutru and Juleson’s 
hardware store at Newman Grove. 

The hardware store of C. N. Cottrell at Imperial was de- 
stroyed by fire. 

Oklahoma. 

C. L. Wagner has sold his hardware stock at Kingfisher 
to Josiah Gooden. 

The Edwards Hardware Company, Duncan, has bought 
out the business of the Duncan Hardware Company and will 
move their stock to the present location of the Duncan Hard- 
ware Company. 

The Pritchard Hardware Company. Frederick, 
incorporated with a capital stock of $20,000. 

Jones Brothers of Kingston have purchased the hardware 
and furniture business of Hill Brothers of Tulsa. 

The Adelman Hardware Company which operates stores 
in Bixby and Haskell has purchased the Afton Hardware 
Company’s store at Afton and is now in charge. 

South Dakota. 

A. Baker, Bonesteel, has sold his hardware store to S. M. 
Lindley and Harry L. Slaughter. 

. R. Inwerks, Davis, has purchased a hardware store. 

A new hardware business will be opened in Chester by 
Kaske and Norjor. 


has been 


Wisconsin. 
F. S. Button has sold his hardware store to Albert Piddle 


of Amherst. 
Otto Eberhart and Charles Winkler will open a hardware 


store in Camp Douglas. 
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ADVERTISING CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisement Writer 





It seems to be a most difficult task to impress upon 
advertisers the need for arranging the different parts 
in their advertisements according to their relative 
value. The lack of the proper sense of proportion is 
evidenced frequently. Ideas which are unimportant 
and which could be inferred by the reader merely by 
a first glance at the advertisement are often given 
positions of importance. On the other hand, important 
ideas are hidden away in obscurity in some small 
corner or are made inconspicuous by the use of -small 
and almost illegible type. For instance, in the adver- 


TINNERS 


AND PLUMBERS 


Soda Fountains repaired and 
remodeling a specialty, Hotel, 
Bar and Restaurant work. 


tisement of Louis 
Lindenbaum, repro- 
herewith 


the Los An- 


duced 
from 
geles Record of Los 
Angeles, California, 
the important idea, 
that 
are re 


Louis Lindenbaum 


837 So. Spring 
Main 5177 F1581 


namely, soda 
fountains 


paired by the adver 








tiser, is printed in 
small type, while the occupation of the advertiser 1s 
given in large type. The ordinary reader would un- 
derstand that any one doing such work is most likely 
a tinner or a plumber. The advertisement would have 
been much stronger if the words, “Tinners and Plumb 
ers” had been printed in small type under the name 
of the advertiser. The words “Soda Fountains Re- 
paired” could then have been featured. 


starting the advertisement with the words “Tinners 


l‘urthermore, 


and Plumbers” leads one to believe that it is addressed 
to those engaged in those trades, which is not the im- 
pression the advertiser wished to convey. The class 
of people to whom this advertisement should have 
been directed is the class desiring to have their soda 
fountains repaired. The appeal in this case would be 
to a greater number of people and would result in 
bringing business to the advertiser. The arrangement 
of this advertisement shows a lack of knowledge of 
advertising psychology on the part of the copy-writer. 


As a rule specific advertising will bring more re 
sults than general advertising. This sort of 
stirs a desire to buy on the part of the one class to 


copy 


which it appeals. The advertisement shown herewith 
is an excellent example to the point. It has been 
prepared for Morris Leonhard and ran in the Amert- 
can Democrat of Anadarko, Oklahoma. The first 
words, “Earthenware Mixing Bowls for Mixing or 
Cooking Purposes,” catch the eye of the housewife 
The announcement that the dealer 
will be pleased to show the mixing bowls to the good 
cooks of the community makes the reader disposed 
to visit the store and inspect the articles. The state- 
ment that the dealer handles hardware and imple- 


or cook at once. 





ments, garden utensils, etc., is appropriate. It shows 
the reader that while the mixing bowls are featured in 
this copy, the dealer has other strong specialties which 
It gives the 


are well worth inspecting. women a 


the store, and 


Earthenware 


MIXING BOWLS 


chance to interest their husbands in 











For Mixing or Cooking | 
Purposes | 








They are Beauties 


They are just what the Good 
Cooks of this community have | 
been looking for, and we will be 
delighted to show them to you. 








and of course we handle 


Hardware and Implements 
| Garden Utensils, etc. 





MORRIS 


LEONHARD © 


106 West Broadway 


a J 


thus betters their chances of obtaining the finances 

















necessary for making the purchases. Except for the 
very common fault of neglecting to mention prices, 
this advertisement is a creditable one. 

Your ads are the most potent means at dis 
Do you make the best 


possible use of them? This publication will gladly 


\ Ol 


posal for attracting customers. 


review current ads and offer constructive criticism 


and comment. 
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AUTOMOBILE ACCESSORIES 
SOLD BY HARDWARE DEALERS 








Anton Heiss, manufacturer of automobile supplies 
at 518 East 133rd Street, New York City, is having 
plans drawn for a $15,000 addition to his plant. 

The Garage Heater Company, Springfield, Massa. 
chusetts, has been incorporated with a capital of $5,000 
by Albert J. Lane, Winthrop, K. Lombard and C. 
W. Hale. 

The Anderson Company, South 
been incorporated for $20,000 to manufacture auto- 
mobile parts. A. G. Graham, John W. Anderson and 
Adam Keasey are the incorporators. 


Send, Indiana has 





SUGGESTS TAKING CASH DISCOUNTS. 


The question of the advisability of taking cash dis- 
counts has always been of interest to the accessory 
dealer. There are diversified opinions on the subject. 
An argument was offered not long ago by the manager 
of the auto accessory department of a large hardware 
firm, in favor of taking cash discounts. He _ said 
in part: 

“T would advise the dealer, no matter how small, 
to take his cash discounts. It is better to take 2 per 
cent discount on each six shipments during a period 
of twelve months than to take 10 per cent discount on 
a quantity shipment at one time. The buyer not only 
gets a more favorable net saving, but he is not carrying 
the stock with a lot of capital tied up, and can keep 
the stock fresh and clean throughout the entire season. 
[ would say that a dealer should never carry more 
than two months’ supply ahead, as nearly as can be 
arranged on accessories. Our firm figures that turn- 
over means profit, and that by studying the needs of 
one’s customers, securing good lines, and watching 
stock so that it may be kept fresh and salable, there 
will be a good profit. 





SECURES PATENT FOR TIRE CHAIN. 


Walter L. Smith, New York City, has obtained 
United States patent rights, under number 1,258,823, 
for a tire chain described herewith: 


In a tire chain. or the 
like, the combination with 
a pair of side members 
connected by — spaced 
cross members at fixed 
intervals and having in- 
terengageable parts 
whereby the whole is 
adapted to encircle the 
tire, of a cross member 
connecting said side 
members adjacent their 
meeting parts and con- 
structed to have limited 
free longitudinal move- 
ment with respect thereto, whereby the longitudinal space 
between cross members adjacent only the meeting parts of 
said side members may be increased to facilitate mounting 
the chain. 








IT PAYS TO CARRY STANDARD LINES. 


One of the main problems to be solved by the hard- 
ware man who sells automobile accessories is the se- 
curing of a proper selection of goods to handle. 
There are so many new inventions put out every day, 
that it is practically impossible for the retail dealer to 
try to carry all of the devices in stock. But there are 
certain standardized lines of automobile accessories, 
just as there are standardized lines of hardware, and 
the dealer should manage to have these accessible at 
all times. It is true that the motorist does not want 
to wait for a week or more to secure a standardized 
brand of spark plug or blowout patch, but he doesn’t 
mind waiting ten days or so for a standardized pat- 
ent lock or shock absorber. These articles can be 
classed as extra. Standardized lines are in constant 
demand, even from the tourist who passes through the 


town. 
“ee 


PRESENTS FINE SALES PROSPECTS. 





One of the most profitable lines of automobile 
accessories which the hardware dealers may sell, is 
to be found in good grades of enamels. The big 
advantage in selling this lies in the fact that the brush 
department sales will always be stimulated. This line 
usually yields the most margin of profit, and if a hig 
range is carried, it will meet the tastes of the cus- 
tomers, and the larger stock will ultimately draw 
the trade of the The 
enamels should be well displayed, and use should be 
made of the valuable advertising literature which the 
The windows 


experienced finisher also. 


manufacturers supply so generously. 
should be kept fresh with a display at least twice a 
month in season, or oftener, and an occasional display 
at other times. 
a neat display, well placed, within the store where the 


It is also a good plan always to have 


possible customers will have ready access to the lines 
that are sold by the store. 
“*e- 


PROCURES PATENT FOR A HINGE. 


John J. Seltenreich, Chicago, Illinois, 
assignor to the Auto Specialties Manu- 
facturing Company, St. Joseph, Mich- 
igan, has obtained United States pat- 
ent rights, under number 1,259,144, 
for a hinge described herewith: 


A hinge comprising two members pro- 
vided with interfitting bearing surfaces, 
one of said members carrying a tongue 
projecting through a generally rectangular 
recess in the opposite member, lugs upon 
opposite inside walls of said recess in the 
second member having curved edge sur- 
faces struck about the central axis of the 
hinge, and flanges on the end of said 
tongue bent over said last mentioned bear- 
ing surfaces, for the purposes set forth. 
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HEATING AND VENTILATING 











ILLINOIS HEATING AND VENTILATING 
ENGINEERS HAVE EXTRA FEATURES 
FOR NEXT MONTHLY MEETING. 

The next monthly meeting of the Illinois Chapter of 
the American Society of Heating and Ventilating En- 
gineers gives promise of uncommon interest. 
sor J. D. Hoffman, director of the Department of 
Practical Mechanics, Purdue University, Lafayette, 
Indiana, will address the meeting on the subject of 
“A Line of Extension Work for the American So- 
ciety of Heating and Ventilating [:ngineers.” The 
meeting is to be held at the Chicago Engineers’ Club, 
314 Federal Street, Chicago, Illinois, Monday evening, 
April 8th, 1918, and a full attendance is desired. The 
Professor's address is quite timely in view of the 
fact that at the last meeting of the Illinois chapter a 
report was received and discussed from one of the 


Profes- 


committees covering the line of work which Professor 
Hoffman is to deal with in his lecture. 
“*- 


FUEL ADMINISTRATOR URGES BUYING 
OF COAL AT ONCE FOR NEXT 
WINTER’S NECESSITIES. 

Warm air heater dealers and installers can perform 
a much needed patriotic service by co-operating with 
Federal and local fuel administrators in carrying out 
the urgent suggestions of the Government with the 
relation to the placing of coal orders for next winter's 
United 
States Fuel Administrator Harry A. Garfield why coal 


supply. Convincing reasons are given by 
should be bought at once in order to avoid a repeti 
tion of the deplorable conditions which obtained dur 
ing the last cold season. 
from Washington, D. C., reads as follows: 


A statement issued by him 


Every householder, every public utility, and every 
industrial user of coal engaged in work essential to 
the prosecution of the war are earnestly advised and 
urged to place without delay their orders for coal to 
cover their needs for the 12 months beginning April 
1. During the past 12 months there has been suffer 
ing among consumers, and a curtailment of essential 
production by industries, through inability to obtain 
necessary fuel after the beginning of winter. A year 
ago consumers were led to believe that they might 
safely withhold their orders until later in the year. 
They labored under the impression that coal could be 
bought and secured as well at one time as another. 
They were told that there was plenty of coal for every 
body and that there would be plenty of coal cars to 
move the coal in also. This advice and its acceptance 
by consumers was one of the contributing causes to 
the coal shértage with its consequent suffering among 
domestic consumers and lessening in production of 
commodities needed in our war activities. 





The Fuel Administration was not then in existence 
and did not begin its work until August 23. It was 
then already too late to undo the harm which had 
been done. The Fuel Administration would be negli- 
gent of its duty to the public if it failed to call atten- 
tion at this time to the unfortunate results of the mis- 
taken course pursued by the public a year ago, and to 
warn all consumers in the most emphatic manner pos- 
sible that a repetition of those results can be avoided 
only by accepting and acting immediately upon the 
‘ue! Administration’s advice, here given: Let every 
consumer of the classes mentioned ascertain his fuel 
requirements for the coming year. Do this at once. 
Order sufficient coal to meet those requirements. Place 
your orders at once. If domestic consumers have not 
sufficient storage space for the coal they will need, 
they should enlarge their bins. If public utilities and 
industries engaged upon Government work have not 
sufficient storage space they should at once provide it. 

The production of coal in this country is funda 
mentally a transportation problem. There are enough 
coal cars and enough locomotives to transport the nec 
essary quantity of coal only if every car and every 
locomotive is used to its maximum capacity every day 
in the year. There are enough operatives in the mines 
to get the coal from the ground, if those operatives 
can work every day in the year, and if the coal cars 
and locomotives are available every day. If the coal 
cars are idle for a week or a month, the result is a 
loss of a week’s or a month’s possible coal production. 
There is no way to make up this loss. The country 
needs the greatest utilization of the coal carrying facili 
ties every week and every month. It has no surplus 
cars and no surplus locomotives to carry more coal ina 
succeeding week or in a succeeding month, to make up 
for the failure to use the existing cars and locomotives 
in a preceding month. 

Owing to more favorable weather conditions, a 
greater quantity of coal can be transported each day 
from April to November, than is possible in each day 
from November to March. Conditions adverse to coal 
transportation are sure to exist every winter. Such 
adverse conditions were unusually severe and long 
continued in the winter just passed. To an appre 
ciable degree, however, they have existed every win 
ter, and it is the part of folly to suppose they will not 
be encountered next winter. 

There is plenty of coal in the ground to meet every 
This coal can be taken from the ground only 


in consequence of orders placed with the operators. 


need. 


If those orders are delayed the coal remains where 
nature has put it. Coal operators have no other stor 
Even if such storage space 
The coal might 


age space for their coal. 
existed it would be of little benefit. 
as well remain in the mines as be stored at the mouth 
In either case, to be used it must be 


of the mines. 
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transported to the points where needed. Consequently, 
it must be loaded on coal cars, and this is equally nec- 
essary whether the coal is taken directly from the mine 
to the car or taken from a storage pile at the mine's 
mouth to the car. Unless the operators have orders 
for their coal they can not load the coal cars, nor will 
the coal cars be placed at their mines. Without orders 
for coal the operators can not ship it, for they can 
give no directions where it should be taken. 

With the exception of limited storage capacity in 
retail dealers’ yards, there are only three places where 
coal can be kept. First, in the ground where it has 
always been, and where it must remain until mined 
and loaded into cars; second, in the cars themselves, 
where, unless those cars are promptly moved to their 
destination and unloaded, it is a hindrance to transpor- 
tation, blocking up tracks and yards already overtaxed 
and sadly needed for transportation of other commod- 
ities ; third, in the coal bins of domestic consumers and 
in the coal piles of industrial users. The value of coal 
as fuel begins only when it reaches the third place. 
The fuel problem is to get the coal from the first place 
of deposit to the final place of deposit with as little 
delay as possible and in as steady and continuous a 
stream as circumstances will permit. The railroads 
may be compared to a water pipe, which needs to run 
full all the time to carry the necessary amount of 
water to its destination. If that water is shut off for 
any appreciable time, it means an ultimate shortage. 
The pipe can carry no more than its maximum ca- 
pacity per day. 

Inconvenience of paying for coal in the spring or 
summer, when it will not be needed until autumn or 
winter, should not influence any consumer to delay 
placing his order and securing his supply. It is far 
wiser to borrow money in the spring to pay for one’s 
coal than to wait until autumn or winter, when, if the 
coal has not been mined and shipped, money can not 
procure it. 

The Fuel Administration, through the State fuel 
administrators and local committees, is prepared in 
every reasonable way to aid public utilities, essential 
industries, retail dealers, and domestic consumers in 
placing their orders and in securing assurance of a 
sufficient supply of fuel. All these governmental 
agencies, however, are powerless if the consumers 
themselves fail to Again, therefore, the [Fuel 
Administration urges every consumer to place his or- 
ders immediately. This should ordinarily be done 
through the medium of supply upon which the con- 
sumer has relied in the past. If this course is fol- 
lowed, it may be hoped that the suffering and loss of 
the past winter will not be repeated. If it is not done, 
consumers will have themselves to blame. 


act. 





ANNOUNCES CHANGE OF NAME. 


In order more closely to identify its firm name with 
the trade-marked title by which its product has been 
known for many years the Charles Smith Company, 
57 West Lake Street, Chicago, Illinois, has formally 
and legally changed its corporate designation to “Hero 
Furnace Company.” 
the same address. 


Business will be continued at 
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OFFERS MANY FINE SELLING POINTS. 


In order to be a source of profit to dealers and in- 
stallers, a warm air heater must present many strong 
selling arguments. The number of convincing points 
offered by any warm air heater depends on the number 
of good features which it possesses. Of course, there 
are some who will say that a good salesman can sell 
a warm air heater whether it is of a high grade or not. 
It is said that efficient salesmen can manufacture sell- 
ing points. This is not true, however, for a real good 
salesman knows that he cannot bluff his customers 
very long with heaters that do not satisfy. He knows 
that unless the heaters he sells actually do possess 
the qualities he claims for them, they will tend to keep 
people away from his store and cause them to lose 
faith in him. Besides, it is so much easier to convince 
your customers that your heaters will do the things 
required, when you have some strong grounds on 
which to build your arguments than when the heater 
is poor, and you have to manufacture lies about it. 





Interior View, Weir Portable Warm Air Heater, Made by The 
Meyer Furnace Conipany, Peoria, IIlinois. 


It is, therefore, maintained by the Meyer Furnace 
Company, Peoria, Illinois, that its warm air heaters 
constitute a source of great profits to the dealer or 
installer because of the many fine selling points which 
they offer. The accompanying illustration shows an 
interior view of the Weir Portable Warm Air Heater. 
It shows the method of heating the air for combus- 
tion by passing it around the fire pot several times and 
discharging it through the small openings at the top, 
over the burning fuel. Admitting the air in this man- 
ner gives perfect combustion by igniting the gas and 
burning most of the soot from soft coal. The gas 
and soot escaping from soft coal form the most valu- 
able heating agency in this fuel, and if arrangements 
are not made to utilize them, the greater part of the 
fuel is wasted through the chimney. It is the claim 
of the manufacturers that their heater is gas and soot 
consuming and is absolutely and permanently gas and 
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dust tight. The Weir heaters are of all steel construc- 
tion. Only a few of the features have been discussed 
herein. For further information regarding these 
qualities and for facts about the many other strong 
points which the company claims for the Weir Warm 
Air Heaters, dealers and installers are advised to write 
to the company. The latest catalog describing the 
heaters may be secured by addressing The Meyer Fur- 
nace Company, Peoria, Illinois. 





———_-_—-@>-s> — 


ACCENTUATES THE PRIME IMPORTANCE 
OF SUFFICIENT FRESH AIR. 


It is amazing to discover how much general misin- 
formation there is concerning so vital a necessity as 
fresh air. (One would naturally suppose that the aver- 
age man or woman—not to speak of specially trained 
and educated persons—is thoroughly conversant with 
so common and essential an element of life. Yet the 
fact is that comparatively few people possess accurate 
and precise knowledge of fresh air in its bearing upon 
comfort and health. An article by Dr. W. A. [vans 
in a recent issue of the Chicago Tribune reveals some 
striking aspects of this phase of the question. He 
writes as follows: 

The older writers taught that expired air was poison- 
ous. There were some a generation ago who claimed 
that they were able to extract poisonous chemicals 
from such air. Then came Pflugge and his pupils, 
who proved that expired air did not contain specific 
poisons and who also demonstrated that the discom- 
fort of bad air was due to variations in temperature 
and humidity. 

Next came Leonard Hill and his pupils and col- 
leagues confirming all that Pflugge had said and bring- 
ing out additional proof. He proved that men could 
be comfortable, could do a full day’s work and be gen- 
erally well off in a closed room in which the air was 
reeking with carbonic acid provided enough fans were 
used to keep the air circulating well. 

They admitted that the principal effect of low tem- 
perature, proper humidity, and free air motion was 
upon comfort, but they said that comfort is determined 
by the nerves of the skin; there are many square feet 
of skin, and in this nerves of sensation abound. There- 
fore, comfort is most important. The uncomfortable 
man cannot work or play to advantage. 

Others working on the same theory went much 
farther. They found that when men worked in air at 
temperatures that were too high they developed fever. 
If the temperature went still higher the workers suf 
fered from heat prostration. 

They determined in considerable detail the working 
capacity of men in air at different temperatures. Fur- 
thermore, they kept men in foul air for considerable 
periods and they found that their general vigor kept up 
Satisfactorily if the air was kept in motion and the 
temperature was not high. 

Other groups of men worked on the bacteriology of 
expired air. The members of this group proved that 
when respiration was calm expired air had a lower 
bacterial content than inspired air and that it might 
even be sterile. They proved that the air could not 
convey consumption, smallpox, scarlet fever, and diph- 
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theria great distances. They also proved that when a 
man sneezed hard or coughed hard he might throw in- 
fectious bacilli into the air for twenty feet, but that 
these tended to fall out after a little and then sunlight 
and drying killed them. 

The opposition naturally worked the reductio ad ab- 
surdam argument. They said if all that is needed is 
proper temperature, proper humidity, and the right 
amount of air movement, why have fresh air at all? 
Why not shut all the windows tight all the time, keep 
the temperature and humidity right; and use fans 
enough to keep the air moving? Why not keep the 
same air moving around in the same room for an hour 
or a day or maybe for a week? 

The only answer was that some fresh air must be 
allowed to come in for welfare, even though it be not 
needed for comfort, even though there be no scientific 
basis for it. When asked to say how much should be 
allowed to enter they fixed a figure, but said that fixing 
was by rule of thumb; there was no scientific basis for 
that. 
fault. 

Common sense kept on prompting that there must be 
some harm in air which was foul, even though it was 


Somehow or other the science seemed to be at 


right as to temperature, humidity, and movement. 
Somehow or somewhere the tests were not being ap- 
plied right, they did not entirely parallel actual condi- 
tions. 

A man breathes sixteen times in a minute. It is not 
enough to prove that the air he breathes in once will 
not harm him, nor that sixteen breaths of it will not 
harm him, nor the 960 breaths in an hour, nor the 23,- 
040 breaths in a day. 

We note that actually a man may go for a month or 
three, or a year or ten, without seeming to be harmed 
by bad air, and then may begin to get pale, crotchety, 
out of sorts, or actually ill. Or, again, a man may go 
along in good shape for three months and then catch a 
cold or measles or pneumonia. All of these things 
may happen and foul air be the most important factor 
in causing them, even though it has been proven that 
men are comfortable and well as a rule for an hour, a 
day or a week in foul air, provided it is kept right as 
to temperature, humidity, and movement. 

It is somewhat like drinking milk. 
milk for babies in summer is that which looks, tastes, 


The harmful 


and smells all right, that which on analysis seems to be 
passable at any rate. More than that, it agrees with 
most of those who drink it, since if every user or even 
every baby user became sick, even the most careless 
people would see the danger and avoid it 


“*- 


SUBSCRIBER WANTS PATTERN FOR A 
WARM AIR HEATER BOOT. 


To AMERICAN ARTISAN AND HARDWARE ReEcorD: 

Will you kindly publish in your valuable columns a 
boot pattern for a warm air heater, pattern to be 
square to round coming off at one corner at an angle of 
45 degrees or so, or for any angle that I might want it. 
\lso please arrange pattern so that the seam comes 
on the side and not on the corner. 

SUBSCRIBER. 


Texarkana, Texas, April 1, 1918. 
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PRACTICAL HELPS FOR THE 
TINSMITH 















PATTERNS FOR OCTAGON ELBOW. 
BY O. W. KOTHE. 
Replying to the inquiry of subscriber for patterns 
for an octagon elbow, will say the subscriber did not 
mention in just 





point M. Then from M, describe the arcs for pat- 
tern B, as shown. Make the inside arc equal to the 
stretchout of heel A. The Champher, D, is described 
by picking the radius X-6 and setting is as 2-6”, and 
drop a line indefinitely. - Extend the champher line 


















what manner he 
wished to make the 
elbows. Whether 


or by the segment M 
method. Therefore we 
we show both _ 
methods. ‘ 
First step is to 
draw the section 
for octagon to the 
desired size and 
next describe the 
elevation for el- 





bow from the apex 
X. When using 
the gore method 


divide the heel of ” 


by the gore method ees 
















CHAMER 
PATTERN 2+3 













elevation into that 





many equal spaces 
to make the de- 
sired number of 
pieces. In this 
case, we have a 4- ELAVATI 
piece elbow and it 
is divided into six B 

parts. The first . Cc 
miter line will give 
you the heights for 
projecting the pat- 
tern as shown 
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which is the same 
as any ordinary el- 
bow development. 








PATTERN BY 
. GORE. METHOUY 
















But to use the - 
PATTERNS FOR THR 
segment method, ABE 








CAT @ HEEL | 





the sides of oc- 
tagon would be 











ala 
















curved to suit. 

For instance the heel A, and the throat E, would be 
merely narrow metal strips equal to the length of heel 
and throat as shown below. The middle side segment 
C, is already a pattern, while the champhers B, and D, 
must be laid out by the sweep method. To do this, 
extend the line 1-2 of section indefinitely. Now ob- 
serve you describe the arc, from elevation from cen- 
ter X. Therefore pick this radius X’ and set it as 
2-1”. From 1” square up a line indefinitely and ex- 
tend this champher line of section 3-2 te meet it in 


made in strips and d Patterns for Octagon Elbow. 


4-5 to meet it in point M. Then from this center M, 
describe the champher D, making the throat equal in 
length to the throat E, of elevation. Laps for rivetting 
or seaming must be allowed on all such pieces that 
can be handled best in both shaping up and assembling. 
This elbow may be made any size. 


+. 
oo 





Thinking may be hard work when it comes to think- 
ing of methods of increasing business, but it is the 
kind of hard work that pays. 
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SHOWS THE PERSONNEL OF MILWAUKEE 
CONVENTION COMMITTEE. 


Unéommon interest attaches to the personnel of the 
Convention Committee of the National Association of 
Sheet Metal Contractors of the United States, which 
is made up chiefly of members ofthe Milwaukee Local. 
The men whose pictures are herewith published have 
done remarkable work in preparing for the coming 
yearly convention of the national organization. Inso- 
far as it is humanly possible to predict with accuracy 
the outcome of the convention, it may be said that its 
success will be phenomenal, if the efforts of the men 
in question find adequate realization in the response of 


























Convention Committee of National Association of Sheet Metal 
Contractors’ Association of the United States. Top row, 
lefi to right: John B. Wallig, Kenosha; Otto Guessen- 
hainer, Sheboygan; V. S. Kubly, Madison; G. G. Jones, 
Racine. Second row, left to right: John Bogenberger, R. F. 
Jeske, Treasurer, Paul L. Biersach, Chairman, Frank Rom- 


berger, Secretary, Louis Hoffman, Vice Chairman, all of 
Milwaukee. Third row, left to right: J. M. Hollitz, Henry 
Pluckhan, William Gallun end O. A. Hoffman, all of Mil!- 
waukee. Bottom row, left to right: A. M. Smith, E. B. 
Tonnsen, William Hammann and H. E. Bartelt, all of 
Milwaukee. 


the general membership of the national association 
which is to meet June 11, 12, 13, and 14, 1918, in Mil- 
waukee, Wisconsin. 

A recent letter sent out by Paul L. Biersach, chair- 
man of the Convention Committee, to all local secre- 
taries states that through the strenuous endeavors of 
the committee much additional work has been accom- 
plished. He writes as follows: 

“Your Convention Committee wishes to inform you 
that the various lines of the industry have been di- 
vided into separate sessions, so that those mostly inter- 
ested in any of these particular or special lines of the 
trade, can more easily obtain valuable instructions and 
education on the subject pertinent to their interests and 
industry. 

“For the benefit of the various lines we have devised 
the following divisions : 

“Warm Air Heater session, Selling and Contract 
session, Rolling Mill session, Fire Prevention session, 
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©verhead session. 


“It might be well for you to know that not only 
captains of the industry in a practical way, but also 
theorists will address you on some live and important 
subjects. 

“The committee has formulated this plan after due 
and careful consideration, with the expectations of 
bringing home to the Sheet Metal fraternity at large, 
what beneficial results will accrue through such special 
sessions and we can only say to you, ‘Be present or 
miss something good and valuable that you can turn to 
profit.’ 

“From the above you will notice that the work at 
the Convention will be very interesting, and, therefore, 
it should be the aim of all sheet metal contractors to 
attend from the opening day.” 

~o 


NATIONAL ASSOCIATION OF SHEET 
METAL CONTRACTORS SHOWS 
GREAT ACTIVITY. 


Unstinted praise is due the officers of the National 


\ssociation of Sheet Metal Contractors for the 
unusual amount of practical constructive work 
accomplished during the month of March. De 


serving of special mention is the successful organi- 
zation of two new locals in the west, one at Wichita, 
Kansas, and the other at Salt Lake City, Utah, with a 
affliated with the 
Besides, a number of firms in 


total of twenty-seven members 
National Association. 
various parts of the country have taken out member 
ship-at-large in towns where no local branches of the 
National organization are in existence. A gratifying 
achievement of the National officers is reported in the 
revival of the Savannah, Georgia, local which has been 
reorganized and which gives promise of steady growth. 

During the third week of April the National Secre- 
tary, Edwin L. Seabrook, will make special efforts to 
speed up organization work in Massachusetts and will 
personally take charge of the membership campaign in 
that state. Several firms in Fitchburg, Massachusetts, 
have expressed a desire to form a local, and a meeting 
with that end in view will be held in that city some- 
time during the third week in April. The local at 
lowell, Massachusetts, which has been organized for 
some months, has planned a joint meeting with the 
sheet metal firms of Lawrence, Massachusetts, for the 
evening of April 16th. The National secretary will 
attend this meeting and explain the objects and pur- 
poses of the National Association of Sheet Metal Con- 
tractors and give ample proofs to the prospective mem- 
bers of the benefits which can be derived from the 
close community of interests and fraternal co-opera- 
tion of the Association. 

A strongly favorable impression has been created 
in the sheet metal industry by the action of National 
President George Harms in appointing a War Service 
Committee. The formation of this committee places 
the Association at the service of the United States 
Government. The members of the committee whose 
names were published on page 40 of March 30, 1918, 
issue of AMERICAN ARTISAN AND HARDWARE ReEcorD, 
will meet in a few days and outline a comprehensive 


plan for bringing shops and firms that can handle sheet 


metal contracts into touch with the Government. 
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Illinois Meets 





Master Sheet Metal Contractors’ Association of 





in Convention 











Recognizing the imperative necessity of practical 
service to our Government under the extraordinary 
pressure of war, the Master Sheet Metal Contractors’ 
Association of I}linois displayed a new spirit in its 
annual convention which took place Wednesday and 
Thursday, April 3 and 4, 1918, at the St. Nicholas 
Hotel, Springfield, Illinois. The assembled delegates 
were unanimous in the conviction that mere verbal 
manifestation of patriotism does not serve the press- 
ing purposes of the nation. They perceived the com- 
plex interdependence of all the industries of the coun- 
try and the indispensable relationship between the in- 


D. M. Haines, Retiring Secretary Master Sheet Metal Con- 
tractors’ Association of Illinois. 


come of the people and the maintenance of commer- 
cial activity at a high average of intensity. If we are 
to supply our Government with the funds essential to 
victorious carrying out of the war, manufactures must 
go forward with increasing volume and their prod- 


ucts be distributed in a manner most profitable to all. 


the people. In their judgment this view of condi- 
tions emanates from motives of soundest patriotism. 
It signifies practical understanding of our needs and 
substitutes helpful loyalty for vague rhetoric. 

It was from this angle that the members present at 
the convention went on record as being inalterably 
business men in all other lines, and wage workers 
should endeavor to increase their income in order that 
they may contribute more liberally to the expenses of 
the great struggles for democracy. At the same time 
the convention went on record as being unalterably 
opposed to war profits of so excessive a nature as to 
imperil general prosperity by centering profits in the 
hands of a small fraction of the people. The consen- 
sus of opinion was to the effect that no industry should 














be permitted to exploit the nation in the interest of 

individuals, but business should be carried .on with 

the utmost efficiency tc the end that ample resources 

might be available for our Army and. Navy. 
Wednesday, April 3, 1918. 

An informal gathering was held at g o'clock, Wed- 
nesday morning, in the St. Nicholas Hotel for the pur- 
pose of interchange of friendly greetings. Registra- 
tion and distribution of badges then followed, and the 











convention opened at 10 o'clock with an address of 
welcome by John J. Foster, secretary of the Spring- 
field Metal Workers’ Association. -The response to 
the address of welcome was delivered by George 
Harms of Peoria, Illinois, President of the National 
Association of Sheet Metal Contractors of the United 
States. I*red de Coningh, president of the Master 
Sheet Metal Contractors’ Association of Illinois made 
the opening speech of the convention and spoke with 










an earnestness and sincerity which deeply impressed 





his audience. During the open session following the 





president’s address a general discussion took place 





concerning metal roofing. It was decided to conduct 





a vigorous campaign of publicity to educate the public 





as to the superior merits of metal roofing and their 





many advantages over roofing of other materials. In 
line with this campaign it was agreed that architects 






should be called upon to include in specifications for 





buildings metal roofing as the most practical, econom- 





ical covering for structures to be erected. The morn- 





ing’s session ended with an instructive lecture entitled 





“Can We Have Better Educated Apprentices?” by 





Professor Edwards, Manual Training Instructor of 





the Springfield High School. 





The afternoon session began at 2 o'clock. The first 





hour was taken up with short talks by the members 





present under the direction of R. Jobst of Peoria. At 





3 oclock a valuable address was delivered by Harry 





C. Knisely of Chicago, president of the Sheet Metal 
Contractors’ Association of Chicago who dealt very 
instructively with the subject of “Overhead Expense 
and Value of Cost System.” He was followed by 
George Harms of Peoria, president of the National 
Association of Sheet Metal Contractors, who spoke 
on Warm Air Heater Installation, from the point of 
view of long years of experience. The full text of 
his address is as follows: 


Estimating Warm Air Heater Work. 
By George Harms, President National Association of Sheet 
Metal Contractors. 


Estimating warm air heater work is in reality no differ- 
ent from estimating any other sheet metal work. The only 
difference between warm air heater estimating and other 
work, is that the former is less complicated, as a warm air 
heater for a certain size house will cost practically the same 
amount, as that of another of a similar kind. 

Proper Estimate of Cost Pius Overhead. 

The setting up of a warm air heater is about the same 
and for that reason, if a proper cost estimate, according to 
results already obtained, is kept, other houses requiring the 
same size warm air heater, having the same number of rooms. 
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etc., can be sold for the same price. Merely to estimate a 
warm air heater job is not so difficult, but to make a price 
that will pay overhead and allow a fair margin of profit is 
something that very few warm air heater men seem to under- 
stand. Many warm air heater jobs, in fact much sheet metal 
work, is estimated in the following manner: 

Haggling with the Contractor. 

Mr. Contractor tells you he is in the market for a warm 
air heater. He describes the house that he wishes to heat, 
and the style of warm air heater and the matter of installa- 
tion is mentioned in a casual way. He tells you that Robin- 
son has made a bid on the job, but he is entirely too high 
and in this particular instance, is anxious to give you the 
work, and knows that you will meet the competition he has, 
stating he has taken figures from none but the best. He 
makes believe that in his contract with the house owner, he 
has figured about $125.00, you tell him that he is certainly 
mistaken, as the job is worth much more money. 

Installer Has Only Vague Idea of Costs. 

He again comes back at you, stating that the other deal- 
ers are somewhere around the price, and that as they have 
figured the job very carefully, there is no question at all 
about him getting it done for the amount, but there should 
be some profit in the deal for him, and if you will take the 
contract for $115.00, you can have it. After a little dicker- 
ing back and forth, you at last consent to install the warm 
air heater. You have no idea whatever about the reai cost 
of the material required. You have a vague idea about the 
amount of labor and trust to luck that there will be some 


profit. 
Why Organization Is Necessary. 


Not coming in contact with your competitor in business, 
you do not learn what the real price of Mr. Robinson’s may 
have been, until through necessity and self-preservation, an 
association of sheet metal men has been organized. Talking 
over this particular job, you find that Robinson’s price was 
$185.00 and that he was really the lowest of the different 
bids that this contractor had. It will not be necessary to go 
any further into this, as it will readily be seen what the 
results are. A great many warm air heaters are installed in 
this way. As stated in the beginning, warm air heater work 
can be estimated accurately on account of so many jobs being 
of the same nature. 


Describes Three Sets of Estimates. 


I have prepared three estimates on the job according 
to the circular which has been distributed among you. I will 
call the first one, the right way. The second one the better 
way, and the last the real and only way. The first estimate 
I have ‘specified each item that enters into this installation, 
which as will be noticed, contains so many items that it is 
very possible that some of them will be forgotten in making 
up the list. However, if plans are figured according to this 
way, there will be no danger of a loss if every item is figured 
and if the columns are added up properly. 

The items as I have them, are as follows: 


Estimate No. 1. 


Dk ae ns in cvnwsiviewaees $ 60.00 
Se Oe ss cn cnncdasdvannbeceres 8.00) 
3 Side wall registers and boxes for 10-inch pipe.... 9.87 
PRIETO ERR ICE SS Saersie Aenea aN 4.68 
a ah ed et cai cae wie wanialwaek al 2.37 
OO ere re Tn 4.92 
i ia a i 1.08 
BO re ee ne 90) 
I i cae 72 
1 Side wall register and box for 9-inch pipe....... 3.01 
Se EE don ook dc od'bes ht Coben <ndndeadss 1,34 
ila ihe vie uh bd ede adaeb ae kviad'sd eile 67 
Oe NR  vncuvisecacénctnsedbens Fane 2.22 
i Ce cteweddcwnsacteeuk sews BO 
B. 8 £ FP 2 rrr errr rT ree 26 
i Sh asc adecineskhwedsendekaed 28 
be eos adi pedd oud bcberekssness .22 
4 58-inch pieces No. 8 stack.................00.005 10.46 
1 5l-inch piece No. 8 stack..................0005: 2.30 
9 20-inch pieces No. 8 stack.................. = 8.10 
> Stee peeees We. 8 stack... .cccccsccccssnsees 2.04 
44-inch pieces No. 8 stack................000000. 1.44 
4 2-inch pieces No. 8 stack..................... 1.30 
a i eta e likin Comb atenadrs 4.24 
Ne oe ad mints 1.68 
a a ie diaiind dic 3.36 
I i a 8.04 
i Ds cicctcencbasveacvainen once: 5.55 
5 9-inch tin 4 pieces ells................ccccceeess 1.50 
29-inch tin 3 pieces ells..................0ceece- 52 
i ee cewetaican 1.12 
EI Slee BR 
EE EEE 2.50 
i vc csceaasévidecvebeosnns 4.50 
OL Pe eee 4.20 
"2 26-inch galvanized ells ................0.0.00e. 7.20 
7% Ft. 26-inch galvanized pipe .................. 9.45 
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a Ns i wedewerteedawmensewe 2.61 
i nadie ceececeaeeonasee aren .66 
ae in me ieenii 17 
ee I, SR rec dugnscaekwanwsnen ges 3.00 
FE citi ccketncneueentstednddansees 35 
ee ee nc cicdeccedanscweeweunes 5.00 

4 Days’ labor with help ..................... 28.20 
$220.91 

20 per cent overhead expense............. 44.18 





$265 09 


25 per cent profits 66.28 





i chanel al ate ee Ti $331.37 

Next, I will explain the better way on which there are 
only thirteen items, but they cover the entire proposition, 
and the total when figured up, is practically the same as the 
first one. According to this method, you do not figure each 
register, elbow, casing collar, damper, pipe, etc., but cover 
each run through one item called “opening.” As shown 
by an estimating book issued by F. Meyer & Brother Com- 
pany, all the items, including the register to the casing collar 
on furnace averaging 10 ft. of pipe to the run, are $9.31 each. 
That of the 9-inch opening is $8.30. This way of estimating 
work is much better. There is less liability of forgetting 
part of the material and it can be figured much quicker. 
Estimate No. 2. 


1 No. 4 warm air heater................. 
1 No. 4 casing ; 


$ 60.00 
8.00 





President National Association of Sheet Metal 
Contractors. 


George Harms, 


4 10-inch first floor openings 27.93 


| 9-inch first floor opening oF iL 
4 Second floor stacks .......... 18.00) 
Extra stack across floor..... 6.00 
Pe EE MP Na ceed oan dweaead oan 26.00 
Smoke pipe .......... 4.44 
25 Pounds asbestos paste 3.35 
Freight and drayage ...... 5,00 

4 Days’ labor with help 28.20) 
$224.22 

20 per cent overhead 14.44 


$2R9_.06 
67.26 


25 per cent profits 
$336.32 


The third or only way of estimating the furnace work 
requires preparation beforehand. First is to take the differ 
ent sized furnaces and selling price on them, which will 
include the casings, installation and profit. The same to be 
done of the different floor openings and cold air pipes 
(Estimate No. 3.) 

According to this 
46 items on Estimate No. 1, 


method, the same job that requires 
and 13 items on Estimate No. 2 
requires only 7 items, making it practically impossible to 
forget anything or make any mistakes. The job can be 
figured very quickly, and there will be very little difference 





42 AMERICAN ARTISAN AND HARDWARE RECORD 





in the prices if the job is estimated by one or more in the 
same establishment. 
Estimate No. 3. 


! No. 4 warm air heater and casing............... $110.00 
oy a Tac wavs eee whee ese ee s 48.0) 
Ss oro 2c oh se ape ecnmie alate waa 14.09 
4 Second Goor stacks .........cscccccvcssesecsess R800 
Nn I I UN ons os ceo sec eadadeceew aus R.00 
SU NE UN INS oi no ss hace reese ews 10.00 
$27R.00 

ee ee ee ee 55.60 
$333.60 


According to the first estimate, the bid on this job would 
be $331.37. According to the second $336.32, and according 
to the latter method -$331.60. It will be seen that the final 
result in each case is practically the same, and whereas on 
the first two methods, the profits are shown on the estimate 
and it would .not be good policy to show to your customer, 
you have the same amount of profit in the last estimate, 
and can show ‘it to anyone without at the same time telling 
what your profits in this particular job are. 

I have not been requested to talk on warm air heater 
installation, and, therefore, have not considered this branch 
of it. It is understood that before making the estimate, that 
the dealer determines the size of pipe required for each par- 
ticular room and that his estimate for the necessary size 
warm air heater and the cold air connection is based on this. 


Accurate Figures Are Essential. 


It is true that those who have figured many houses, can 
determine on the size opening without figuring up the glass 
surface, the exposures and the cubical contents, but anyone 
not accustomed to this work regularly, should be very careful 
to figure pipes of good size, a warm air heater of abundant 
capacity and cold air to balance the number of pipes taken 
from the warm air heater. 

Deplores Uncertainty of Prices and Profits. 

It is a deplorable fact that many warm air heaters are 
installed without any consideration to sizes and particularly 
to profits, and that on account of this, many jobs are not 
working as they should. Through the efforts of the associa- 
tion of warm air heater manufacturers and _ particularly 
through the warm air heater committees of the National 
Association and of different state and local organizations, the 
work has been much improved. Better prices are obtained 
for warm air heaters, as it has been proven that this method 
of heating homes is superior to steam or water. 


In the evening delegates and visitors dined together 
at the St. Nicholas Hotel, arrangements having been 
made to give the Association the exclusive use of the 
dining room for that purpose. The dinner was fol- 
an entertainment and smoker. 

Thursday, April 4, 1918. 
Prior to the open meeting of Thursday morning 


lowed by 


which convened at 11 o'clock, an hour was spent in 
the awarding and distribution of prizes. The prize 
to the oldest sheet metal worker attending the con- 
vention was given to Mr. Wilson of Springfield, Ili- 
nois. The prize to the employer of the largest num- 
ber of mechanics was awarded to Harry C. Knisely 
Illinois. To the delegate in business the 


This went 


of Chicago, 
longest period a prize was also awarded. 


to J. C. Neuman of Springfield, Illinois. Two ex- 
tremely interesting addresses were delivered in the 


afternoon, one at two o'clock by R. W. Menk of Chi- 
on the topic of “Salesmanship in Warm Air 
and the other by It. C. Folkening of Indian- 
Indiana, dealing with “The Making of Tin 
The remainder of the afternoon was spent 
The of- 


cago, 
Heaters,” 
apolis, 
Plate.” 
in receiving reports of various committees. 
ficers elected for the ensuing term are: 
President : 
Vice-president : 
Treasurer: J. 


Rupotpen J. Jonsr of Peoria; 

J. C. NeuMAN of Springfield ; 
3ARTH of Alton; 

FRANK EYNATTEN 


Secretary : of Peoria; 


Louis, GEoRGE Harms, 


Loard of Directors: C. N. 
and Frep pe CoNINGH. 
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MASTER SHEET METAL CONTRACTORS’ 
ASSOCIATION OF MILWAUKEE 
HOLDS MEETING. 


The regular monthly meeting of the Master Sheet 
Metal Contractors’ Milwaukee 
held Thursday evening, April 4th, at 8:30 o'clock in 
the Builders’ and Traders’ Exchange, Milwaukee, 
Wisconsin, with an unusually large attendance. Mat- 
ters discussed. The 
Convention Committee reported that the program had 
now been completed and that talks would be given on 
Sheet Metal Contracts, Furnace Work, Fire Preven- 
tion and that a Rolling Mill Session will be provided 


Association of was 


of considerable interest were 


for. - 

The Entertainment Committee has planned an Auto 
Drive for the Convention and enough autos have been 
offered to provide for over 200 persons, at the first 
call. 

Mr. Louis Hoffman reported that he was appointed 
on a committee for the Sheet Metal Trade, for the 
Milwaukee 
Bureau at Washington, D. 
$22,600.00 has already been subscribed. 


County Council of Defense to establish a 
C., for which a sum of 


The Committee appointed to look into the Licensing 
Sheet Metal Contractors 
through legislation submitted their report after 
this was thoroughly discussed pro and con. 
Thereupon Mr. L. Mr. Ham- 
mann seconded that the matter be laid over for 30 days 


of Journeymen as well as 
which 
matter 
Hoffman moved and 
which was unanimously carried. 

Then Mr. Paul Biersach made a motion that a copy 
of the findings of the committee of Licensing Sheet 
Metal Men be made and mailed to each member 
fore the next meeting which was unanimously carried. 


be- 


~~ 
~-or 


DESCRIBES ADJUSTABLE BAR FOLDER 


A bar folder whose wing pivots can be adjusted for 
is manufactured by the Niagara Ma- 
When so adjusted, the top 





rounded edges 


Tool Works. 


chine and 





Bar Folder Made by Niagara Machine and Tool Works, 
Buffalo, New York. 
surface of the wing remains flush with the gripping 
jaw until the operator begins to swing the folding bar. 
The gauge, which regulates the width of the fold, 1s 
adjusted by turning the knob on the side of the exten- 
sion. The width to which the gauge is adjusted is in- 
dicated on a scale in fractions of inches, thus it 15 
said, avoiding measuring or trying. 
An adjustable stop is also provided to limit the mo- 
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tion of the folding bar for any desired angle, also 
square and bevel stops. These folders are adjusted 
for IC and IX tin, and for thicker material proper 
adjustment is made by means of the screws under the 
shoes. Dealers should write to the Niagara Machine 
and Tool Works, Buffalo, New York, and ask for 
catalog 50 SA which contains complete information 
regarding their Bar Folders and other products. 


oor. 


CHICAGO STEEL CORNICE BRAKES ARE 
STRONG AND SERVICEABLE. 


In the manufacture of the Chicago Steel Cornice 
srakes, shown in the accompanying illustration, made 
by the Dreis and Krump Manufacturing Company, the 
heavy steel plates are arranged so that the strain is 
directly on the edge. Where there is a strain steel 
castings are used and special steel edges protect the 
upper jaw and apron. 

A noteworthy feature of this brake is the stop 
.gauges as it moves back entirely out of the way when 
the apron is lowered and is quickly set to make a num- 





Chicago Steel Cornice Brakes, Made by Dreis & Krump Manu- 
facturing Company, Chicago, Iliinois. 


ber of bends of the same angle. It is also provided 
with a stop in front of the pivoted sleeve which holds 
the apron partly raised, allowing the rapid crimping 
up of mouldings and large curves. In the making of 
drainboards and similar corrugations, it is highly bene- 
ficial. 
five moulding forms suitable for making cornice ridge 
rolls and other moulding work are supplied with this 
brake. 


A wrench fitting all the adjustable parts and 


More complete information regarding this 
Brake can be obtained by writing to the Dreis and 
Krump Manufacturing Company, 2915 South Halsted 
Street, Chicago, requesting their new catalog, Num- 
ber 15. 
es ee 
NOTES AND QUERIES. 
Gasolene Blow Torch. 

From Olivier and Uleberg, Minot, North Dakota 

Please tell us where we can get a gasolene blow 
torch. 

Ans.—Ashton Manufacturing Company, Newark, 
New Jersey; Otto Bernz, Newark, New Jersey; Bur- 
gess Soldering Furnace Company, Department A, 
Columbus, Ohio: Clayton & Lambert Manufacturing 
Company, Detroit, Michigan; George W. Diener 
Manufacturing Company, 401-417 Monticello Avenue, 
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Chicago; Double Blast Manufacturing 
North Illinois ; 


Division American Stove Company, St. Louis, Mis- 


Company, 
Chicago, Ringen Stove Company, 
souri; and Henry W. Peabody and Company, 17 South 
State Street, New York City. 
Metal Ladders. 
rom The Tallmadge Hardware Company, 147 North High 
Street, Columbus, Ohio. 

I\indly advise who makes a metal ladder. 
Ans.—l‘red J.° Meyers Manufacturing 
Beckett Street, Hamilton, Ohio; and F. P. Smith Wire 
and Iron Works, Lake and Dearborn Streets, Chicago. 
Pressure Tank and Pump. 

From Olivier and Uleberg, Minot, North Dakota. 
Can you tell us where we can obtain an air pressure 


Company, 


tank and pump for use in work on auto radiator re 
pairing ? 

Ans.—Attwood Brass Works, Grand Rapids, -Mich- 
igan; and I*. L. Curfman Manufacturing Company, 
Maryville, Missouri. 

Charcoal. 
from Olivier and Uleberg, Minot, North Dakota. 

We would like to know where we can obtain char- 
coal. 

Ans. 
Turner Avenue, Chicago. 

Smoky City Wall Paper Cleaner. 
From Wahler Brothers, 2553 North Halsted Street, Chicag« 

Please let us know who makes the Smoky City Wall 


Chicago Charcoal Company, South 


3037 


Paper Cleaner. 
Ans. 
Pittsburgh, Pennsylvania. 
Drawing Materials. 
rom John KF. Werner, Stewartville, Minnesota. 
Kindly tell me who handles drawing materials. 


Ans.—-Eugene Dietzgen Company, 166 West \lon- 
roe Street; The Kast Adams 


Street; Keuffel and Esser Company, 516 South Dear- 


Sanitary Chemical Company, Bhan Street, 


Huey Company, 


5 ) 


born Street; and The C. FF. Pease Company, 166 West 


\dams Street; all of Chicago. 
Fireproof Box. 
Kean, Ravenna, Nebraska. 


from lIcugene R. 
me know where I can 


Can you let fire 


get a 
proof box ? 

\ns. 
\venue, Chicago; 
West Jackson Boulevard, Chicago. 

Razor Hones. 
rom Alfred lrenette, 421 Notre 

Quebec, Canada. 

Please advise me who makes razor hones. 


\ns. 


sracher Company, Belleville, New Jersey ; 


American Can Company, 104 South Michigan 
and Allsteclequip Company, 175 


Dame, Thetford Alines, 


American Hone Company, Olean, New York: 
(,corge W. 
Korn Manufacturing Company, Little Valley, New 
York. 

Metal Marking Ink. 
‘rom J. T. Soenksen, Bennett, lowa 
Will you kindly let me know where | can secure 


metal marking ink ? 


Ans.—R. J. Strasenburgh and Company, Rochester, 
New York. 
Low Pressure Air Gauge. 
From Henning and Geasland, Plattevitle, Wisconsin 


Please let us know where we can buy a low pressure 
air gauge, that starts at 0, 1 or 2 pounds and goes up 
to 5 or 10 pounds or higher. 

Ans.—James P. Marsh and Company, 118 South 
Clinton Street; and Schaeffer and Budenberg Manu- 
facturing Company, 427 South Dearborn Street, both 


of Chicago, Illinois. 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 








INDICATIONS POINT TO A MOVEMENT 
FOR REDUCTION OF STEEL PRICES. 


One of the features of the trade this week is the 
deepening of the impression that leaders of the steel 
industry are favorably inclined toward the movement 
for a lowering of steel prices at the expiration of the 
time-limit set for the continuance of the old prices at 
the conference between representatives of the trade 
and the War Board last week in Washington. Although 
nothing specific as to the extent of the reduction was 
expressed, nevertheless statements made at the con- 
ference led many steel trade representatives to con- 
clude that a reduction would be demanded. 

It is noteworthy in this connection that the attitude 
of the War Board was assumed in the face of insist- 
ence on the part of the plate manufacturers for an 
increase on the score that increased costs had made 
the production of plates unprofitable. The War Board 
was not impressed with the claims put forward by the 
plate makers, and made it known that, but for the 
unfortunate experience of the steel trade during the 
winter, an immediate revision of prices would have 
Leaders in the steel trade itself were 


been made. 


opposed to any advance of plate prices, and insisted , 


that makers who found production of plates unprofit- 
able, devote their factories to the production of more 
profitable goods. 

In some quarters the fact that the Government has 
reduced the number of cars to be ordered in the rail- 
road construction program from 150,000 to 50,000, 
is regarded as‘a sure indication that a reduction in 
steel prices will be insisted upon July 1. While the 
trade knows that the immediate need in the restoration 
of the railroads is more locomotives, it also knows that 
ultimately the roads must have more cars or go out of 
business. 

The explanation of the failure of the Director Gen- 
eral of the railroads to announce an, adequate program 
is considered therefore, to have been due to his belief 
that steel prices would be lower later, and that com- 
mitments made now might result in higher costs to the 
Government. The trade understands that, owing to 
the rule establishing the price at the time of delivery 
as the controlling price, no such development was 
possible. Heavy deliveries might have been made 
under present prices, but such tactics are not com- 
patible with the attitude of the steel trade towards 
the war needs of the Government, and it is not be- 
lieved the railroad control anticipated that they would 
be adopted. 


STEEL. 

During the week the Government put still further 
restrictions on the business which steel plate mills are 
allowed to book. They are now permitted to accept 
orders only when accompanied by priority certificates. 





large tonnages of ship plates have been placed by the 
Government with mills in the East and elsewhere for 
shipment to England. Negotiations are being con- 
ducted by the authorities at Washington for the pur- 
chase of a large tonnage of plain structural shapes for 
the British government, for early shipment. Many 
other export inquiries for shapes are out, but are 
receiving no attention due to the export embargo. 
rdinary domestic demand for plain shapes has fallen 
off considerably. However, to such an extent have 
government requirements grown of late that the mills 
which recently were offering shapes for delivery in 
two or three months now can take practically no ton- 
nage for shipment in less than four to five months. 





COPPER. 

An encouraging aspect of the market is that the 
output of copper by the smelters, including the treat- 
ment of material received from foreign sources, is 
steadily increasing. It is that smelter 
production today, is at the rate of 200,000,000 pounds 
a month and there is reason to expect a further sub- 
stantial gain in the next few months. Weather condi- 
tions throughout March were for both 
production and transportation of copper. The rail- 
roads, however, while giving improved service, failed 
to give the full measure of help expected by the refin- 
eries in the East and as a result the output of refined 
A part of the difficulty is 
Headway, however, is 


estimated 


favorable 


copper is still lagging. 
attributed to inefficient labor. 
being made and in the next 60 days it is confidently 
expected that the refiners will be turning out finished 
shapes at the rate of 200,000,000 pounds a month. 

Domestic consumption apparently, is increasing 
somewhat, the non-essential industries buying a little 
more freely but since the first of the year, such con- 
sumers have made relatively small drafts upon produc- 
ing interests. Chief concern continues to be in regard 
to the supply of copper for war purposes both here 
and abroad but these needs are being promptly and 
fully met. The price remains at 23.50 cents for car- 
loads and 24.67% cents for less than carloads. 





TIN. 

No appreciable change has occurred during the 
week in the tin market. Considerable interest is being 
shown in the efforts of the Food Administration and 
the War Industries Board to solve the problem of sup- 
plying essential industries with tin. There are practical- 
ly no spot supplies available of any grade. Such odd 
lots of 99 per cent tin as appear are quoted about 85¢ 
to 86c, New York. There has been some buying of 
Chinese No. 1 for April shipment from China at about 
78.50¢c, c. i. f. New York. 


LEAD. 


Business, generally speaking, is quiet in lead, the 
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market having eased off slightly. Outside sellers are 
shading the Trust price of 7.25 cents, New York, for 
shipment from the West, as low as 7 cents, New York. 
Soth dealers and independent producers are eager 
sellers for all deliveries but there is very little demand 
in the East and sales are difficult to accomplish not- 
withstanding the lower prices. The labor conditions 
continue to menace production and from last accounts 
the smelters of the St. Joseph Lead Company at Hercu- 
leum is still closed down owing to strike. 


SOLDER. 

There have been no changes in the 
solder, the prices remaining as follows: XXX Guar- 
anteed, %& %, 48% cents; Commercial, 45 
cents; and Number 1 Plumbers’, 41%. cents. 





market for 


A&W, 


SPELTER. 

The downward drive in spelter seemed to have been 
checked at the level of 7c, but was weaker again today 
at the lowest price in three years. This movement 
is believed to have been due largely to the activities 
of various small smelting interests, who have given 
up hopes the market and 
preparing to close; consequently they are offering 


of a_ revival in are 
their stocks at almost any price to dispose of them. 
The trouble with the prime western spelter market is 
that the metal is not being consumed. The galvanizing 
trade normally takes about 65 per cent of the output 
of prime western, yet now it is only taking about 30 
per cent of its normal requirements. The brass trade, 
which takes a large part of the remaining production 
in normal years, is also operating at a low rate so far 
as general business goes, most of the brass business 
now going being for direct and’ indirect government 
work. The Government is furnishing brass mills with 
high grade spelter at the fixed price of 12c, St. Louis 
Prime western spelter may be quoted 6.95¢ to 7c, St. 
Louis, for prompt, April, May and June shipment. 


SHEETS. 

In the Cleveland, Ohio, district manufacturers who 
received orders for large numbers of portable stoves 
for cantonments are covering for their sheet require- 
ments which run to considerable tonnage. One north- 
ern Ohio stove maker who received a portion of this 
order has closed for his black sheet needs involving 
18,000 to 20,000 sheets but still was in the market this 
week for approximately 35,000 blue annealed of No. 
14 gage and for 13,000 galvanized sheets. Buyers 
find it difficult to obtain quotations from sheet makers 
for any reasonably nearby delivery. 


TIN PLATE. 

Throughout the Pittsburgh region a shortage of 
cars caused a reduction in operations of tin plate mills 
during the past week, some of them having had to 
suspend entirely. Production continues, however, at 
a good rate of capacity and it is believed that a better 
car supply will be available at once. Shipments are 
Moving without interruption and considerable has been 
accomplished in the way of reducing large stocks which 
had been piled in warehouses. It is understood that 
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the Food Administration is exerting every effort pos- 
sible to improve operations and shipments so as to 
assure a sufficient supply of tin plate for containers of 


perishable foods. 


OLD METALS. 

To some extent the market was disturbed by the 
recent reduction on maximum of $1, and operations 
continue quiet. Demand is not heavy on the part of 
most buyers and there seems to be an inclination among 
the holders of scrap not to offer too freely at present. 
The greatest point of scarcity seems to be in the re- 
rolling rails which are almost absent from the market, 
and users of this form of scrap have difficulty in 
obtaining anything like their requirements. 

Wholesale dealers’ quotations in the Chicago dis- 
trict, which may be considered nominal, are as follows : 
$42.42: 
springs, $31.25; Number I wrought iron, $31.25; Num 


Old steel axles, old iron axles, $42.42; steel 


ber 1 cast iron, $27.00 to $27.50, all net tons.  [’rices 
for non-ferrous metals are as follows, per pound: 
cents ; lead, 


Light copper, 19 cents; light brass, 11'4 


5% cents; zine, 5 cents; cast aluminum, 21 cents. 


PIG IRON. 

’rominent trade authorities are not fully agreed as 
to whether or not under the new price program the 
base level on pig iron has been changed. Some con 
sumers are contending that purchases they have made 
for second quarter should carry lower prices on all 
grades except No. 2 foundry and also on silveries and 
the lower grades of bessemer ferro-silicon. This con- 
tention is made under the assumption that the price 
on basic iron represented the base and that masmuch 
been reduced $1 a ton, a corresponding 


as it has 


reduction should be made in the price of all other 
grades aside from bessemer, the new price of which 
is definitely fixed at $35.20, furnace and foundry tron, 
in which the price of No. 2 has been maintamed by 
specific action at $33. The general committee on steel 
and steel products of the American Iron and Steel 
Institute on Novy. 5 last in officially announcing the 
schedule of pig iron differentials, said that “the base 
price of No. 2 foundry iron and also of basic iron was 
fixed at $33 per gross ton, f. 0. b. cars, furnace.” [f 
basic is held to be the base level, then the $1 reduction 
would have to be made in other grades except No. 2 
foundry and bessemer iron or the differentials become 


No. 2 


regarded as the base price, the only changes will relate 


()n the other hand, if foundry is 


$1 greater. 
to basic and bessemer. It is understood that the general 
committee of the Institute is going to give an interpre 
tation on this disputed point at once. In the meantime 
the prevailing opinion of the trade is that the only price 
changes made are in basic and in bessemer, though this 
view is hotly opposed by some consumers. The mat 
ter has been called to the attention of the War Indus 
tries Board. No let-up has developed in the demand 
for steelmaking grades, especially for basic, of which 
there is an acute shortage. Inquiries for bessemer are 
not so pressing and those for foundry have fallen off. 
There has been some trading through middlemen of 
basic for sheet bars, consumers of the latter paying 


the difference in the fixed prices. 








AMERICAN ARTISAN AND HARDWARE RECORD 





Current Hardware and Metal Prices. 
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publication containing Western Hardware and Metal prices corrected weekly. 





nen OO Fdy., No. 2. 
Southern Fdy., No. 2.. 
Lake Sup. C harcoal. 

Malleable 


26. 
lo. 28. 


Cask lots ANVES. 
Less than Cask lots. .$22 50 to $23 00 | Trenton, 70 to 80 lbs...... sc otip:| | M 


METALS. 





PIG IRON 


FIRST QUALITY BRIGHT 
TIN PLATES. 


SE 
IX XXX 14x20 


COKE PLATES. 


Cokes, 180 lbs 
Cokes, 200 Ibs....... 
SG SS eee 
% | ee 


BLUE ANNEALED SHEETS. 


ONE PASS COLD ROLLED BLACK. 


‘eres 
. 
coke onenen per 100 lbs. 
Ssaseue wade per 100 Ibs. 
ca Keema per 100 Ibs. 


GALVANIZED. 





Cree eee eens 


ee 


POLISHED SHEET STEEL. 


SMOOTH SHEET STEEL. 


Wood" s Smooth No. 


No. 


“ No. 2: 


“ No. 
o No. 


PATENT PLANISHED SHEET 
IRON. 


Patent Planished Sheet Iron, 
100 lbs., base No. 28 


SOLDER. 


XXX Guaranteed } & 4. .per Ib. 
Commercial 4 & 4 
No. ! Plumbers 


SPELTER. 
BOs .tecdadabansesdesennand 84 


SHEET ZINC. 


COPPER. 
Copper sheet, base 





IX 20x28 20 50 





eee eewee 





Shells, Loaded— 


Loaded with Black Powder..... 32% | 
Loaded with Smokeless Powder, 
medium grades.............. 32% 


Loaded with Smokeless wanpeeet” 
ccna cinntehanes | 


Winchester: 
Smokeless Repeater Grade..... 32% | 
Smokeless Leader Grade.......32%| 
SE oo x 460 dbee cones 32% | 

U. M. C. 
ON ee 2% 

Sica wendades oances-eean ee 
a ere: 32% 

\Gun Wads—per 1000 

Winchester 7- 8 gauge.........$2 25 
9-10 gauge........ 1 94 
- 11-28 gauge....... 1 63 

Powder. 4 Each 

DuPont's Sporting, kegs..... 11 25 
kegs.. § 9 
“ o kega... 3 10 


e “ canisters 1 O% 


were eee eee eee) 


nob eeSaceseoneue 1 3 

L.&R. an e, Extra Sporting 

Ib. ae TE x 
L. & R. Orange, pr Sporting 

4-lb. canisters ......... 32 
L. & R. Orange, Extra Sporting 

4-Ib. canisters......... 22 
Hercules ‘‘E. C.” and “Infallible’’ 

SO can Grums.....ccccce 43 50 
Hercules ‘‘E. C.,"* kegs........ 22 OC 
Hercules “E.C.,"" $-kegs....... 11 25 


Hercules ‘‘Infallible,"” 25 can 
SE viet da dive tie bamieiu 22 00 
Hercules “‘Infallible,’’ 10 can 
RSPR eer 9 
Hercules ‘‘E.C.,"* }-kegs....... 5 75 
Hercules “‘E.C."" and “Infallible’’ 
canisters 1 00 


ee ee 


adie eh enneee 1 25 
Tercules sLightaig Rifle, 128 
Hercules 4 aE "Rifle, 128 


Saseules Unique Rifle, canisters 1 50 


Hercules Bullseye eeoteeees 
Camfeters...ccccccecs ocos OO 





ee ee ee ey 


ton, 81 to 150 Ibs...... 9 
ASBESTOS. C 


32% | | Scratch. 
No. IS, socket han’ld. 


Plumbs, West, ee — 


‘at $53 
Firemen’s ery 
per doz.$19 OC | 


wee eeeeeee 


eee eee 


“| Single Bitted (without handles). 


Warren Silver Steel 
Warren Blue Finished 
Matchless Red Pole 


Double Bitted (without handles). 


Warren's Natl. Blue, 34 to 44 
Ib per doz. 17 50 


The above prices on axes of 3 to 4 Ibs. 
are the base prices. 
34 ~ 4 Ibs. ehvenae 25c. 


4 
44 to 53 Ibs. advance 75c. 


BAGS, PAPER .- 


10 16 25 
Per 1,000...$5 00 6 50 730 9 00 


BALANCES, SPRING. 
oecccccccccccccovceces st 


Pinch or Wedge Point, per cwt.. $8 00 


ekes Ose. 10 00 


Ibu. 13 bu 





| Board and P up to -17eper Ib. 
we RR: ieee 





Galvanized Steel. 4 bu. 


LEAD. 
American Pig.........00 asec Oe Et Boring Machine......cccccccecss 60% | Carpet. 
ee *e Irwin's. ce ew eee cen No. 
hnnoseenseeees 50&10% No. 
| Sheet. No. 
Pull coils... ...20. per 100 Ibs.$10 25 
Cut coils......... per 100 Ibs. 10 50| Hollow. Ege. 
per doz. $30 00 
TIN. ” Ze 
TT OLDE TO Nomina] 
37 = PE cteetdcaecseedead Nomina] - & 
33 50} No. 
ett sai Wel Nee | ** 
pees s Post Hole an e . Nets. 
HARDWARE. Vaughan’'s, 4 to9-in...perdoz. 10 25 
ADZES. Ford’ ng with or without screw.. ie Hand. 
Carpenters’. Ss 15% 
DD, scpckeeadanaas<ounee 15% 
Coopers’. Moulders’. 
DOOR, . ccctsdcosesesesace 15%, Brad. 12-inch 
; I ss cdeetddaca weeded 157% | per doz. $0 50 
gers | Shouldered, assorted’ I to 4 
Tred, asso’ ’ 
UE eo. 4 ue a oartaeaaraael 20% | oulde per gro. 4 00 Call. 
| Patent asst’d,lto4.. * 85 
AMMUNITION. 
|Caps, Percussion—per 1,000. Cow. 
20x28 $18 30 | : 
=~ PF. L., Waterproof, 1-10s....... 32% | * 195| High Grade 
SNA: Uddunediehenibeaiia 32 “ 100; Kentucky 
ee ere 32% Door. 









Auger. 


13 5 
teeceeees Jenning’ s Pattern 
Leeman i? ss Ford's Car and Machine. 


ve 13 50 
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Spring Wire...$ 1 1¢ 


ag i 
. 102 


10 Heavy hotel tinned. 


Blacksmiths’ 


8 9 10 
Per doz. .$8 00 900 1000 


3- _— ) aiates Rotary oe. 


eee ee ee 


New Departure Automatic. . 
“ 1 60 Rotary. 

“ 75 3 -in. Old Copper Bell 
Old Copper —_ 7s. 


Nickeled Steel Bell. .:. 


3 -in. 
3 -in. 
34-in. 


perdoz. 65) Hand. 


Swiss . ‘eae 
Silver Chime. 


Miscellaneous. 


“ 9 25 | Church and School. steel alloys. . .30 





Farm, lbs... 40 50 75 100 
$2 25 300 400 5 SO 


a toll 8s, rosewood ‘handle, new 
Nets 


Terre ee eee eee ee ee eee To 
ee te eee eee eee ee eee eee 


eee eee eee eee, 
ee eee eee ee eee ee eee 


eee eee ee eee eee eee eee eee 


Countersink. 
No. 18 Wheeler’s..... 
No. 20 < 


Gimlet. 
Standard Double Cut.......... 25% 
German Pattern doz 





Sevew Driver. 
Per doz.......#800 $1150 15 00 ia::::: 


atis 





